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LUMBER seeuce-ra! 


oe sure way to get ahead in the lumber business is to handle 
the Winton line .. . with Winton's time-tested quality in all the 
popular lumber items . . . Winton’s uniformly-dependable grades 
_.. Winton’s numerous and ample sources of supply . .. Winton’s 
long experience and complete, satisfying service for dealers, mill- 
work plants and industrial users. 
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You Can’t 
Beat it... 


Winton lumber has the super-quality and refinement that come 
of careful manufacture on modern precision machines. 





Let Winton supply your requirements in Idaho White Pine, Pon- 
ceils Sita ie aes iia tae, derosa Pine, Sugar Pine, Western White Spruce, Douglas Fir, 
ber Co., Gibbs, Idahe. Western Hemlock, Red Cedar Siding and Shingles. We invite 
SPRUCE MILLS: The Pac Lember you to write us about your Softwood needs. 


Co., Ltd., The Pas, Manitoba and 
Reserve, Sask. 


PONDEROSA PINE MILLS: Somers 


Lumber Co., Somers, Mont.—Craig WwW I N T O N L U M B E R S r. L E S Cc oF 


Mountain Lumber Co., Winchester, FOSHAY TOWER Rar eke MINNEAPOLIS 


Idaho. 


A STORY IN BLACK & WHITE 

















The Mark of 
Top Quality 
Frames— 
Sinee 1901 


“Isn't It 


Lovely?” 


Pe a. and It Has 
Malta Topco” Window Frames 


Yes, indeed, their little new home is ador- 
able! It's their big dream come true— 
that’s built to last longer, for greater 
comforts, protection and economy. One deti- 
nite reason is its Malta “Topco” Window 
Frames. 

That claim is ably supported by these ex- 
clusive (patented) features: 

(1) “Topco” Overhead Housed Pulley. 

(2) Three-width Jamb—tfor different thick- 
ness walls, 

(3) Wing-Flex Weatherstripping—car 
save up to 875 per room, in 20 years, on 
heat bills alone. 

(4) Three-point Jamb Clamp—prevents 
leakage, reinforces frame. 
SPECIALIZING—for 40 years—in making 
ONLY top-quality frames assures home- 
owners against MISTAKES AND RE- 
GRETS. Malta “Supreme” and “Topco” 
Frames are “different,” yes, and they aré¢ 
“better,” too—so much so, in faet, that 





Cut from the same board as on the 
right, yet this untreated block is 
Black, Shrunken and Decayed. Fun- 
gus and ROT took their toll. 


PAR-TOX treated against Rot and 
W be i T g > Termites. After three years exposure 
—White, Sound as New! That's the 

story of PAR-TOX in black and white. 

Ask the mill to treat Costs little or nothing, but what a 


your next order. punch it can add to your millwork 
sales story. 


FREE TO DEALERS: List of mills using 
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REG USPAT. OFF 


15 years ot service WLS a Lae aah BG 


to the sash and door OSHKOSH, WISCONSIN 


industry. 


| | PAR-TOX. every time! FIRST neem everywhere 

j » BS y ‘Thy not find out w they make mor¢ 
I iad FREE TO MILLS: Liberal samples and G lasting friends? Write for catalog No. A= 
easy method of ap- l —TODAY. 


THE MALTA MFG. COMPANY 
MALTA, OHIO 


Malta ‘‘Supreme’’ Frames Cost Less Per Year of Service 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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LUMBERMEN! 


“There Won't Always 
Be a War. 


NOW Is The Time 
to Build Toward 
That Happy Day” 


says M. L. Gleishel 





M. L. FLEISHEL, President 
NATIONAL LUMBER MANUFACTURERS 
ASSOCIATION Lad 


“When this war is over most of us still “It is imperative that we prepare the 


will be fighting .. . fighting for orders which groundwork now for future sales and for 


may not be as plentiful as they are today. better understanding of our business. 
“Even if it were not reasonable to assume a : : ’ 
Che forest industries have the machinery 
that there will be more competition with AM. ; : 
to do this job in the public relations program 
forest products after America has completed : , . 
of the American Forest Products Industries, 
her defense program, the nature of the times, : : : : 
Inc. Successful establishment and future 
the changing concept of the place of busi- — ea oh . 
maintenance of this undertaking is one of 
ness in the social scheme, demands that 7 ae ; 
the most important problems facing our in- 
every industry—every business man—give 
; . ’ dustry. 
the public facts upon which to base opinions. 


‘Lumber today is the only major industry “T am 100 percent behind the program 








that is not seeking, through a well planned 
program of public relations, friends for the 
future as well as customers among the 


people. 


and I urge earnestly that each individual 
who is a part of the forest industries join in 
supporting it, too, with his time, his thought, 


and his dollars ... NOW!” 
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Uniting America to Produce-- for War, for Peace 


[AN EDITORIAL ] 

HOULD THIS be a long war, the decisive weapon 
is certain to be food control. And when the military 
phases of the war are over, food will write and under- 

write the peace. 

Our problem just now is not merely that of raising all 
we can. World food production, outside the European 
fighting zone, is enormous; and yet millions are facing star- 
vation. This is due in part to the breakdown of transporta- 
tion; but it is due in part to unbalanced production. 

It is our problem to produce not only the amounts but 
also the kinds of food that will win the war and make the 
peace. American agriculture, like American industry, is 
quite certain to be attached to an international economy. At 
present it is a war economy, but it will change to an inter- 
national peace economy when the shooting war is over. 
Agricuitural changes are being made now. Admittedly they 
are as far-reaching as any changes that have come to Amer- 
ican farms in a hundred years. 


VERY EUROPEAN country is rationing food; and 
no one of these countries is allowing its people the 
calories needed to maintain normal health. 

The British are allowed about eighty percent of the 
needed amount; the Germans about seventy percent; the 
Poles twenty-five percent or less. These are “allowed” 
amounts; but few people are able to buy that much, either 
because they lack money or because markets lack supplies. 

Correspondents on the continent tell us about the increase 
of pellagra, tuberculosis and the long list of other diseases 
caused by malnutrition. 

These are grim aspects of the hunger war. 


T IS AGAINST the background of the food race and the 
starvation in Europe that the AMERICAN LUMBERMAN 
offers a suggestion. It is that the United States prepare 

now to help feed our European neighbors during the period 
of exhaustion after the war closes and before official con- 
trol and distribution of food can be started. We know of 
course that the Department of Agriculture is planning big 
food reserves to be used for diplomatic as well as for hu- 
manitarian purposes. But the need will be so great that 
private and community resources can well be used to sup- 
plement the Department’s reserves. Our suggestion is to 
make use of these special resources for purely humanitarian 
purposes. 

Such popular methods of food production should not and 
need not interfere with official projects. But, when all such 
allowances are made, there is still a big supply of land, 
labor, equipment and good will. Food so produced ought 
to be used to feed Europeans, without regard to nationality. 

Surplus wheat can be fed to poultry, dairy herds and 
meat-producing animals. It would not take so much official 
labor and inspection to insure against upsetting the wheat- 
production control and to see that food so produced went 
into the post-war gift warehouses. 

In nearly every community there is a canning factory 
that operates during fairly short periods. Such a plant 
could be utilized in preserving fruits and vegetables. It has 
been proved that with simple home equipment vegetables 
can be tinned that meet professional standards. Four-H 
Clubs could be enlisted, co-operative projects started. 

The idea is that the people of the United States, the 


people themselves, begin producing and storing vast sup- 
plies of food of kinds not subject to spoilage ; canned meats, 
poultry, vegetables and fruits; cheese; powdered milk and 
eggs; vitamin concentrates. ; 

This would not be charity in the sense that the people 
make a free gift of their materials and labor. These should 
be paid for by the government at moderate, agreed prices; 
putting the undertaking on a business basis and permitting 
the unemployed and those with spare time to make some 
modest earnings. This would cost the government some- 
thing; but meanwhile the United States is appropriating 
billions for munitions and other fighting equipment for our 
overseas friends, and we look upon these appropriations 
as virtual gifts. We consider this fighting equipment as 
gifts to help save our kind of civilization. But civilization 
depends upon people. The job of saving civilization will not 
be done until the people themselves are saved. 

The purpose would be not to sell these supplies of food 
but to contribute them to Europe through the government 
as an American gift to our needy overseas neighbors. 

There would have to be a minimum amount of official 
supervision to see that no advantages were taken of relaxed 
agricultural regulations; some professional help, say from 
the WPA’s food experts, to make sure of standards. But 
in the main it would be a people’s undertaking, managed 
by the people themselves through their own chosen com- 
munity, county and State committees and headed up by a 
popularly chosen national committee. This is important 
both in creating morale and in releasing the maximum of 
popular interest and popular will. 


HERE ARE plenty of reasons at home and abroad 
Ty for making America a great food reservoir. 

It will save human lives. The United States is bet- 
ter able than is any other country to undertake this humani- 
tarian mission. 

It would appeal to American kindliness and generosity ; 
and it would channel the average American’s desire to do 
his personal bit in a great crisis. Home Defense is con- 
stantly besieged by people asking, “What can I do?” The 
American people in this practical way can prove that we 
have a regard for and want to help our neighbors. 

Mr. Hoover’s feeding of European children after the first 
war won us more respect and understanding than did all 
our post-war loans. We lost the loans; but Mr. Hoover 
and his associates did save the children. It was the lost 
loans and not the saved children that created animosities. 


UR WORLD friends are not numerous. We promised 
O aid to attacked countries and were not able to deliver 
it. We have taken sides in this war; and for reasons 
that seem good to us and because of factors we can not con- 
trol we express our partisanship in a slowly rising tide of 
munitions. We need friends, and while we can not buy 
them and should not try we can prove that we are worthy 
of friendship and have not forgotten. It is an idea in which 
every successful business man recognizes merit. Lend a 
helping hand to your customer when he is in need. When 
his feet find solid ground again he will be a staunch cus- 
tomer and friend. 
Finally, we need unity among ourselves; and one road to 
national unity is shared work for something larger than 
ourselves. This is a good-neighbor opportunity. 





Here, the most 
important room in 
the house is being 
designed to fit the 
housewife’s needs 
and the husband’s 

pocketbook 
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THE MODERN MODEL KITCHEN ..... 


Bevond question, the kitchen will 
sell more homes than any other room 
because the kitchen can be sold com- 
pletely furnished. 

Grist for the sales talk then revolves 
about the seven different types of 


kitchen layouts which are based chiefly 
upon the location of window and door 
openings and to a minor degree upon 
piping of gas, water and waste. The 
piping of water and waste, however, 
has some bearing on the location of 











the kitchen in the house, because the 
location of the bathroom is usually 
considered in relation to the kitchen in 
order to avoid the expense of excessive 
piping. In the small home, particularly, 
that is a vital consideration. 

The seven types to be considered 
are: the U-shaped kitchen; the L- 
shaped; the two-wall; the one-wall; 
the broken U-shaped; the broken L- 
shaped, and the individual center 
kitchen which might be called the 
three-wall kitchen. 

Only the first four types are illus- 
trated with diagrams in this article be- 
cause they are the types usually in- 
stalled in new homes. The last three 
are most useful in remodeling old 
kitchens and will be diagrammed in 
the article “Kitchen Remodeling,” 
which follows in the next issue. 

The U-shaped kitchen is considered 
ideal for the small kitchen, for it log- 
ically allots space for the range, refrig- 
erator and sink—a unit to a side— 
creating a “production line” and reduc- 
ing the number of steps to be taken. 

The L-shaped kitchen is the most 
popular, probably because it fits best 
into the most homes, but also because 
it usually allows room for a dinette in 
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one corner or at least a serving coun- 
ter where the children may eat lunch. 
Likewise, this arrangement allows for 
practical grouping of units about the 
range, refrigerator and sink. 

A two-wall kitchen is sometimes the 
only practical arrangement when the 
kitchen has doors at both ends, and 
this also allows for an appropriate 
placing of the three major units. 

The one-wall kitchen is the minimum 
kitchen, but provisions must usually 
be made for the refrigerator, the range, 
or both, on another wall. The one- 
wall kitchen, however, usually allows 
room for a table and chairs for meals 
in the kitchen. 

Some of the essential considerations 
in designing the small home kitchen 
are, first, that the kitchen is often the 
family meeting place, particularly at 
breakfast and just after the man of the 
house comes home from work—while 
he is waiting for supper, and second, 
that if there are children it is almost 
imperative that a place be provided for 
them to eat lunch in the kitchen or in a 
nook that is practically a part of the 
kitchen, and third, that the kitchen is 
in reality a production line. 

Looking at the kitchen as a factory 
of palatable food, the kitchen breaks 
down into three work centers: the 
food storage-preparation center; the 
cleaning-dishwashing center ; the cook- 
ing-serving center. Properly arranged 
the flow of work should progress log- 
ically from one work space center to 
the next, without loss of time or steps. 
In this connection the food storage cen- 
ter should be as near the back entrance 
as possible and the cooking-serving 
center as near the dining room as pos- 
sible. 

Likewise, the grouping of cabinets 
about the three respective centers 
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Modern housewives 


can design the kitchen 
of their dreams from 
any of the basic plans 
shown on this page 


should be designed to hold and supply 
the specific provisions and receptacles 
needed at each work station. Fortu- 
nately, for home buyers today, the spe- 
cific cabinets needed to design just 
such a kitchen, regardless of type, may 
be purchased from stock. 
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Lumber Dealer Finds Small Account 
Business Has Advantages 


ECAUSE small accounts buy stead- 
ily the year around, because they 
are willing that the dealer make a 

fair and reasonable profit, because they 
send the yard ten times as much new 
business as do large contractors, and 
because they do not demand discounts 
on their orders, the R. L. Sweet Lum- 
ber Co., Kansas City, Mo., concentrates 
its sales efforts upon small accounts. 

A prime requisite for the success of 
a small account firm is an eye-catching 
place of business located advantage- 
ously. Before its yard was built in 
1936 the Sweet company knew that 
this was the type of business it sought, 
and its plant was designed accordingly. 
It is situated on a much traveled boule- 
vard that connects the business district 
with the city’s largest, newest, most 
rapidly expanding, and highest prop- 
erty valued residential district. 

A city owned and maintained park- 
way which the Sweet yard faces serves 
that taxpayer well, as it provides an 
attractively landscaped approach to its 
place of business. 

The appearance of the yard, as indi- 
cated by the accompanying photo, 1s 
striking. It was designed to give two 
impressions: to establish the business 
a one deaing in products of high 
quality, and to maintain consistency 
with the firm sales theme, ‘‘Modern 
Ideas for Modern Building.” The main 
office in the separate building is spa- 
cious and has stucco walls, and a tile 
roof. The yard is entirely roofed, con- 
structed of wood with rounded corners 
and striped pillars to give a modern- 
istic appearance. Not shown are flag 
poles mounted along the top of the 
wall in summer, to carry colorful eye- 
catching banners. Important too, to 
the “small-order” yard plan is the 
spacious parking lot which facilitates 
customer's visits. 

That the Sweet company premise 
had and has merit is evidence in the 
firm’s sales record. During the first 
five months of 1940, there were 5000 
charge tickets entered in the books, 
and an additional 1000 over-the-coun- 
ter cash sales. The preponderance of 
these were small orders to carpenters 
or home owners. The company sus- 
tained its expected profit on these 


sales because, as was originally 
planned, a consistent volume was 
maintained to make every delivery 
profitable to the yard. 

Although 90 percent of the firm’s 
volume is still in the big order classi- 
fication, 40 percent of the profit comes 
from the ten percent of the volume 
that is small orders. Delivery service 
on these small orders is patterned after 
that of a grocery store. Usually every 
truck load of incidentals contains ap- 
proximately $50 worth of merchandise 
consigned to a certain section of the 
city within a five mile radius of the 
yard. A _ typical load will contain 
clothes line poles, screens, paint, lum- 
ber for back steps, work bench, etc. 
Seldom a day passes that a Sweet 
truck does not service most neighbor- 
hoods in the immediate area. Four 
trucks are kept busy the year around. 

Staffed by six salesmen and Yard 
Manager D. Frank Evans, the retail 
store often handles as many as twenty 
customers at a time. During rush 
hours other of the firm’s 15 employees 
may be called in to wait on trade. 

Customers ordering by telephone are 
always urged to visit the yard; this is 
especially true if there is any doubt as 


to what they want. A high percentage 
of suggested sales have been main- 
tained, both in connection with tele- 
phone orders and with customers who 
come to the premises. 

All efforts, of course, are pointed to 
building these customers up to larger 
sales such as a recreation room or a 
finished attic. From the new contacts 
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gained each day come new and addi- 
tional steady customers. Some of these 
are purchasing agents for local con- 
cerns; Sweet’s excellent service on 
small items caused them to send their 
company business to the Sweet yard. 
Many of these maintenance contracts 
run $25 or more each month all year. 

Contact with home owners and car- 
penters is maintained and_ secured 
through direct mail pieces, classified 
newspaper advertisements devoted to 
a single specific item, and specially 
prepared booklets on modernization 
distributed from door to door. This 
type of promotion has been particu- 
larly successful in sections where home 
values fall in the $4,000 to $7,500 price 
range. Most of these customers con- 
tact the yard shortly after they have 
moved into their homes because there 
is something about the place they want 
changed. They make small purchases 
and become established on the firm’s 
records. After occupying their new 
home about a year they are usually 
excellent prospects for a finished attic 
or recreation room. Descriptive liter- 
ature and plans for these units will 
often sell such a job immediately. 

An equitable price scale has gained 
much good will for the Sweet firm. 
The customer is never “stuck’’ because 
he is making only a small purchase. 
Discounts common to the trade are 
allowed for large volume orders, but 
in handling the retail business the firm 





has found it advisable to establish a 
per unit price which is the same for 
one or for 25 units. 

“Earning the customer’s good will” 
said Mr. Evans, “is a matter of not 
penalizing him for small orders, of 
making numerous suggestions to him 
at contact, and of taking time to help 
him solve his building problems.” 
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Farm Storage Needed for 2 Billion Bushels 


‘No reports have reached the De- 
partment of out and out embargoes on 
grain shipments,” says J. E. Wells, 
Jr., in charge transportation division, 
Office of Agricultural Defense Rela- 
tions, U. S. Department of Agricul- 
ture, in a special statement for AMER- 
ICAN LUMBERMAN. “The car service 





GRANARY PLANS 
Which You May Show Your Farm Cus- 
tomers Appear on the Following 
Two Pages 





division of the Association of Ameri- 
can Railroads issued notice on July 14 
that railroads will refuse to accept 
wheat for consignment or reconsign- 
ment to Kansas City, Mo., or Kansas 
City, Kan., without a certificate stating 
that the wheat contained in the car is 
for sale and not for storage, or unless 
evidence is provided to the loading 
railroad that storage space actually is 
available for such car or cars as may 
be offered for transportation. At Sa- 
lina, St. Louis, Chicago and one or two 
other points, the grain exchanges are 
reported to have discouraged shipment 
of cars of wheat to market for storage, 
but, so far as is known, railroads at 
those points have not required evidence 
that wheat can be unloaded at destina- 
tion. 

“For the week ended July 12, 1941, 
there was a decrease of about 37 mil- 
lion bushels in available storage space 
at terminal and subterminal markets. 
As of that date, slightly less than a 
third of the reported 600,000,000 
bushel terminal and subterminal mar- 
ket capacity remained empty. Ten per- 
cent of the reported capacity needs to 
be reserved for handling and work 
room, leaving slightly more than 140,- 
000,000 bushels of space available. 

“The July 1 estimate was for 924,- 
000,000 bushels of wheat, with a 
record carry-over estimated at 395,- 
000,000 bushels, indicating a_ total 
supply of 1,300,000,000 bushels. This 
is probably a record. 

“Total commercial storage capacity 
in the United States is estimated at 
about 1,600,000,000 bushels. It is esti- 
mated that there will be a total of about 
3,300,000,000 bushels of small grain to 
be taken care of in commercial and 
farm storage. Allowing for necessary 
work room, about 1,300,000,000 bush- 
els of small grain can be stored com- 
mercially, leaving some 2 billion bush- 


els which must be stored on the farm. 
This is probably the largest amount of 
small grain ever to require storage on 
American farms. The Department has 
no estimated capacity of farm storage 
facilities for small grains, but it seems 
likely that considerable construction 
will be necessary in some areas. Fig- 
ures assembled by the Department in- 
dicate that in 1931 about 1,750,000,000 
bushels of small grain were taken care 
of on farms, the largest amount ever 
to be stored on farms up to the present 
time. 

“For many farmers, building and re- 


pair of small grain storage facilities 
may present a credit problem. The 
Farm Credit Administration and the 
Farm Security Administration of the 
Department have developed plans to 
help farmers obtain farm storage facil- 
ities. Agricultural Conservation Com- 
mittees are urging farm storage of 
grains wherever feasible, and calling 
the problem to the attention of farm- 
ers. It is suggested that local lumber 
dealers might contact the Agricultural 
Conservation Committees in their lo- 
calities for information concerning the 
local farm storage situation.” 


HOW TO SELL GRANARIES 


St. Pau, Minn., July 21.—“Grain 
storage is about to become a major 
problem in the wheat belt, judging 
from present crop prospects. 85 per- 
cent of parity loans will be made by 
AAA. Seven cents per bushel in 
advance for grain storage buildings 
means lots of business for lumber deal- 
ers who are best prepared to handle it. 
Here is the situation,’ says R. E. 
Saberson of the trade promotion de- 























FOR THESE EASY-TO-BUILD a 
ECONOMICAL —_ 


STORAGE BUILDINGS 


Now, with seven cents a 
bushel available for grain 
st e, you can afford to 

-buil good storage that 


partment of Weyerhaeuser Sales Co., 
and continues: 

“Because of the war, we’ve been un- 
able to export wheat in appreciable 
quantities. This has resulted in a 
carry-over of approximately 400 mil- 
lion bushels, which is twice our normal 
carry-over. Storage facilities in the 
great terminals and the country ele- 
vators are loaded. Shelter must be 


(Continued on Page 36) 


for your money. They are 
correctly engineered to re- 
sist lateral stresses of con- 
tents stored in addition to 
dead and wind 
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the safe shelter of grain. 
These 
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loads. Free blue prints — 
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Bulidings built of good tomber are more 
adaptable to change than those made of any 
other material. 

Coprright 196), Werertecsser Sales Compens 


by Agricultural Engineers, 
- & you the most storage 


BUILDINGS FOR PRESENT STORAGE 
sa ee FUTURE NEEDS 


—+j Dealer can help you select 

the tind of building you 

peosert Improved, ready-to- 

uare Lumber, used 

ae “the blue prints and 

specifications, make these 
buildin, 


these and other designs at 
4-Square Lumber Dealers. 


ical to erect. 4-Square Lum- 
ber comes in exact lengths 
and fits these plans. It elim- 

inates needless sawing, fit- 

ting and material waste. It 
comes with ends and edges 
already squared which 
means full bearings and 
tight joints. See your 











‘F212 — Capacity 1500 buskets 
4-Square Dealer today or Sanat We — eg 
use the coupon we "cg 
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WEYERHAEUSER COMPANY Pree 
2172 First National Buliding, Saint Paul, Minneseta 
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SELL NEEDED GRANARIES NOW BY 
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For southern needs, 
this plan was devel- 
oped by U. S. De- 
partment of Agri- 
culture in co-opera- 
tion with agricultural 
departments of 
twelve .southern 
State colleges; 
drawing 732-5528 
is available from the 
colleges or through 
county agents. Each 
bin of four holds 
about 480 bushels, 
and in an emer- 
gency about 780 
bushels may be 
stored in the space 
intended for clean- 
ing seed 
































This portable granary was devel- 


oped to meet the storage needs 
of the small farmer; it is No. B-975 
of Agricultural Engineering Di- 
vision, Bureau of Public Roads, 


Washington, D. C. 











These two granary plans 
were developed by Chief 
Engineer, District 3, Farm 
Security Administration, 
Indianapolis, Ind., as a 
result of experience in 
building and remodeling 
farm structures in the 
North Central area, plus 
the research and experi- 
ence of other Federal 
Agencies, private build- 
ers and State Colleges 
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Y} SHOWING FARMERS THESE PLANS 
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Li & 24-0" 
These granaries were planned by Midwest Farm Building Plan Service, Ames, endo >| 
lowa, in co-operation with U. S. Department of Agriculture and fourteen State ne “| 
colleges. The one with ventilators, above, is for a few thousand bushels; the 
other, below, for about 5,000 bushels of small grain ai 
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C1 


— of granaries can be figured by multiplying number of bushels by 1.24 to obtain number of cubic feet. To permit 
iguring strength of members needed, weights in pounds of different crops, per bushel and per cubic foot, are given below: 


3r- 























Per Per Per Per Per 

Per Cubic Per Cubic Per Cubic Per Cubic Per Cubic 
- Bushel Foot Bushel Foot Bushel Foot Bushel Foot Bushel Foot 
arley 48 38.7 Feed 50 40.3 Lentils 60 48.3. Milo Maize 5 45. i 
Bluegrass Seed 14 11.3. Flaxseed 56 45.1 Malt 35 28.2 Oats 32 268 Re $6 oe 
Bran 20 16.1 Hemp Seed 44 35.4 Meal (exc. Pop Corn— Sage 4 3.2 
Buckwheat 48 38.7 Herds Grass 45 36.2 Oatmeal) 50 40.3 on ear 70 56.5 Sugar Cane 57 46.0 
Clover 25 20.2 Hominy 60 48.4 Middlings— Pop Corn— Timothy Seed 45 36.3 
Clover Seed 60 48.3 India Wheat 46 37.1 Coarse 30 24.2 shelled 56 45.1 Wheat 60 48.4 
Corn—Shelled 5145.1 Kale 129.7 Millet 50 40.3 








This pre-cut portable granary, capacity 660 bushels, was planned by Southern Pine Association, New 

Orleans, La., based on designs developed by agricultural extension u: iversities and U. S. Department 

of Agriculture; material may be furnished pre-cut by the lumber manufacturer or the local retailer, 

with each piece numbered to correspond with working drawings that make it easy for the farmer 
to assemble the building 
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REALM of the 
RETAILER 


Something this time about selling 
houses, kitchens and remodeling jobs. 
The methods turn upon steady adver- 
tising, sales displays, gathering and 
following leads, use of special services, 
and taking sales to customers. 

A. Roberson & Son (Inc.), Bing- 
hamton, N. Y., is both a manufactur- 
ing and a retailing corporation. It 
manufactures both stock and_ special 
millwork and makes something of a 
specialty of kitchen units. L. V. 





Sign adjoining retail store of A. Ro- 


berson & Son (Inc.), Binghamton, 
N. Y., is part of company's extensive 
and effective display equipment 


Waldron, in the general offices, says 
that wholesale sales have been run- 
ning ahead of average. R. K. Bennett, 
manager of the retail department, tells 
us the retail sales ran a little below 
comparative percentages, because of lo- 
cal conditions. But they’re pulling up, 
due to the work of the retail salesmen. 
‘We could do with more houses,” these 
salesmen say, so they go out and find 
more houses. 

The Roberson building store, located 
along a busy Federal highway, has 
been widely studied by other retailers 
who were looking for new methods. 
The store building itself and the win- 
dow .and floor displays have inspired 
a good many retail concerns to change 
their sales equipment. 

Serving a Group of 
Industrial Cities 


The background of the store is, of 
course, the city of Binghamton. In 


A.ROBERSONS®soni 


fact this is several industrial cities in 
a row, including Endicott and John- 
son City, named for the principals of 
the big Endicott-Johnson shoe concern 
that is the largest of local industries. 
The factory of International Business 
Machines is located here; and a good 
many other factories call the three 
cities, or some one of them, home. 
The general retailing picture is that 
of any other eastern manufacturing 
point—large houses for people of 


wealth, medium houses for professional 
and commercial families, smaller 
houses for industrial workers, repair 
and remodeling for houses in_ all 
groups. The three cities, taken to- 
gether, are large enough so that each 
of these groups can be cultivated in its 
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own special way. The city makes some 
shoes for the Army and has a few 
other contacts with the Defense pro- 
gram; but this Defense production 
seems not to be extensive enough to 
make Defense housing a_ problem. 
Like many other eastern manufactur- 
ing points, it has lost a certain num- 
ber of skilled mechanics, who have 
been drained away to munitions plants ; 
but, so far as housing is concerned, 
their places have been taken by in- 
coming workers as local factories in- 
crease production. 


Has Well Organized Methods 
of Finding Prospects 


The Roberson company considers 
building and remodeling leads to be so 
important that it organizes careful and 
comprehensive methods of finding 
them. There are three chief sources 
of these leads; the company’s outside 
retail salesmen, the co-operation of a 
long list of contractors, and prospects 
discovered among customers who come 
to the store for paint, hardware or 
household equipment. Floor salesmen 
are trained to discover such leads. All 
prospects are tabulated and followed 
up, and, while most house and repair 
sales are made at the store, they some- 
times in the early stages have to be 
cultivated at the prospects’ homes. 

The company works with and 
through contractors, exchanging infor- 
mation with them and co-operating in 
making sales. Each year the Rober- 
son people give the contractors a party, 
and these parties are notable affairs. 
The one held last winter or spring had 


Displays in the three Roberson win- 

dows present a unified picture and 

selling message to motorists and 
pedestrians 
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400 guests and was given in the Amer- 
ican Legion hall. 


Display Windows Present 
Unified Story 


Roberson advertising begins with 
displays. In fact the big store, itself, 
is an advertising display of much ef- 
fectiveness; standing as it does on a 
hill where thousands of motorists see 
it daily. There are three show win- 
dows in the front of the building; one 
in either front corner, with glass on 
three sides, and one in the center, with 
glass on four sides. The men who do 
the decorating consider that this is 
space enough for the special purpose. 
The displays are chiefly for passing 
motorists; and people in a car have 
but a few seconds at most to look in 
the windows. The display must com- 
pose into a picttire that can be seen 
and understood at a glance. Of course 
the pictures are intended, also, for 
those who pass on foot; and for this 
reason, and also because the windows 
can be seen from many different an- 
gles, the picture must “focus”—that is, 
be a good picture from any point of 
view. Unity of the display, color and 
lighting become the decorator’s special 
tools and his special problem. Three 
windows are enough for the purpose. 
More might become a strain upon the 
inventiveness and the time of busy 
members of the staff. 

The center window, at the time of 
our call, illustrated this inventiveness. 
The company uses the association plan 


At Elmira, N. Y., from this vine-cov- 

ered office the McHenry & Baker 

Co. vigorously promotes remodeling, 

specializing on kitchens, through use 
of advertising and displays 
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Steady Drive for Sales Marks Opera- 
tion of These Retailers Located 
in Eastern Industrial Centers 


book, and it also uses FHA financing. 
These two factors were combined in 
the window. 
the display. 

Mr. Green took a plan book apart, 


D. H, Green worked up 








houses. The display had depth and 
color; something no passer-by could 
miss. The cabinet was backed with 
plywood; and on the rear, seen by 
every person coming out of the store, 


ae 








mounted the colored prints on backing 
of wall board, had the upper outlines 
cut out in silhouette on a band saw. 
He built a vertical display case, made 
like a series of shallow pigeonholes, 
and set one of these pictures in each 


compartment. In the foreground he 


set and landscaped several scale-model 






































































































































Kitchen units are a specialty of 
Roberson & Son; floor displays are a 
big aid in selling them 


was a big FHA placard. It was a 
selling display of moderately priced 
houses, effective from any direction the 
prospect looked at it. 


Makes Special Study of 
Selling Kitchen Units 


There was an elaborate display of 
kitchen units just inside the main en- 
trance of the store, illustrating the fact 
that these units could be combined to 
fit a room of any size, as simple or as 
elaborate as the customer might wish. 
These units are manufactured in the 
mill, and sales in its own store serve 
to gather selling ideas the wholesale 
salesmen can pass on to their retailer 
customers. It is a fixed practice that 
the wholesale salesmen shall spend a 
couple of days at frequent and regular 
intervals in the store, handling retail 
sales. This has a double-barreled ad- 
vantage. The men bring to the store 
the ideas they gather in other retail 
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yards, and they take back to these 
yards the practical experience they 
gather on the home floor. Clyde Smith, 
one of these wholesale salesmen, was 
meeting customers in the home store 
when we called. We're always im- 
pressed by the friendliness, competence 
and wide knowledge of these traveling 
men. So far as we can recall at the 
moment, we can’t think of a retailer 
with wholesale experience on the road 
who doesn't seem to have a definite 
advantage in knowing how to meet 
customers. American industry owes 
much of its great effectiveness and 
growth to the energy and skill of its 
army of traveling men. 

The company handles Johns-Man- 


This outside sign 
of McHenry & 
Baker tells how 
easy it is to meet 
the cost of re- 
pairs by small 
monthly pay- 
ments 


ville goods, and makes use of that com- 
pany’s extensive selling services. It 
had in the store the display used by 
J-M at the Northeastern convention 
last winter. 

Leads, displays, financing, service, 
salesmanship; these are the cards in 
the Roberson hand. 


Elmira Yard Uses Newspaper 
Ads and Effective Displays 


Forty years ago, W. Glenn Sweet 
joined the staff of the Harris, Mc- 
Henry & Baker Co., Elmira, N. Y., as 
a stenographer. He is now, and has 
been for years, president of the com- 
pany. During the intervening years he 
has been mayor of Elmira and has 
taken a large place in association work. 

This company makes continuous use 
of newspaper advertising. It employs 
all standard types of display, and some 
special ideas of its own; but the one 
that seems to get the best returns 
shows a line drawing and floor plan 
of a,house, states the cost of completed 
building, breaks this sum down into 
monthly payments minus taxes and in- 
surance, and also lists the total cost of 
the lumber and millwork. Taxes are 
not the same in all parts of the city, of 
course, and owners have their own 
ideas of the amount and kind of in- 
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surance they want to carry. They 
may want more insurance than the 
minimum amount to cover the loan. If 
the house is advertised to be built on a 
certain lot, it is possible to ascertain 
and include the taxes. 

The price of lumber and millwork is 
for the benefit of prospects who may 
want Uncle Jim or some other con- 
tractor friend to undertake the work 
of construction. 


Co-operates With Contractors; 
Develops Housing Project 


This company does no package sell- 
ing, as that word is usually understood. 
It has a good list of contractors and 
prefers to work with those men. They 





bring in many prospects ; and of course, 
the jobs belong to them as the discov- 
erers and joint creators of the sales. 
Through its advertising, the company 
makes many direct contacts, and brings 
in the contractor after the deal is well 
along. In either case, there is co- 
operation between the supplier of ma- 
terials and the builder. 

To help along with house promo- 
tion, Mr. Sweet has started a housing 
development ; but he manages it rather 
differently. The company has not 
bought the lots but has taken long- 
term options on them. It has an un- 
derstanding with the city that when 
any of these tracts is reasonably well 
developed, the city will put in paving, 
thus interesting the owners in helping 
find more buyers. It is to their interest 
to do so. The company makes no spec- 
ulative profit on the lots; sells them 
for just enough more than cost to pay 
for the necessary development. It 
makes its one profit, out of selling the 
house jobs. 


Promotes Remodeling; Special- 
izing on Kitchens 


The company is active in promoting 
repair and remodeling ; handles remod- 
eling on a monthly-payment basis, ad- 
extensively, and 


vertises this fact 
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shows the amount of the monthly pay- 
ment per $100 of cost, allocated to the 
number of months the contract is to 
run. It specializes in building kitch- 
ens; has a special truck for this serv- 
ice with advertising of the fact lettered 
on the machine. It has a “bargain 
shed” for odds and ends consisting of 
over-runs on special orders, discon- 
tinued lines and the like. 

Elmira has a steady house-building 
business; put up about 100 houses in 
1940. The city has a certain amount 
of Defense work; in the main a type 
of work employing women. Mr. Sweet 
observed that few women are likely to 
move in to take Defense jobs, and these 
workers are generally recruited from 
families already living in the city. But, 
somewhat to Mr. Sweet’s irritation, a 
Defense-housing project has been 
started. He tells us the houses are 
not of a type permanently useful or 
suited to the normal development of 
Elmira. Local dealers and real-estate 
men promised to see that sufficient 
houses were put up, houses that would 
suit the continuing needs of the city, 
built in the right price class and pro- 
duced in plenty of time to meet any 
Defense needs. But the project is go- 
ing forward anyway. There is some 
shortage of labor, chiefly in the tool- 
making trades rather than among 
building mechanics. 

“We're going along,’ Mr. Sweet 
said. “Retailers are more or less dis- 
turbed by some factors introduced by 
the Defense program, and by some of 
the Government’s social ideas. We're 
of course for National Defense in its 
bigger aspects, all the way. Methods 
that seem to work now are not like 
those of forty years ago, but they’re 
not so different from those that have 
worked pretty well for the past five 
years. Other changes may come, but 
we'll meet them.” 





Spotlights Paint Department 
as Night Time Display 

An effective night time display has 
been achieved by the Reliance Lumber 
Co., Tacoma, Wash. by extinguishing 
all lights in the store except a battery 
of spotlights directed upon its well- 
ordered paint department. Although 
it is more than halfway back in the 
store the department is easily visable 
from the street windows, and its high- 
lighting has attracted the attention of 
many passing motorists and pedes- 
trians. 
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Changes in Agricultural Economy, An Opportunity for Lumbermen 


Under the comparatively recent and 
more highly organized programs of 
production which encompass the Na- 
tion as a producing unit, a mutation of 
staple products will be experienced by 
many communities. In nearly every 
case lumber dealers will play an im- 





a. 
Breeder of Pedigreed Cattle 


EDENS 


portant role in the drama of transition ; 
the truly progressive ones will be pre- 
pared to meet and capitalize on the 
resulting changes. 

A transformation of Texas economy 
irom cotton production to foodstuff 
and livestock raising has been a major 
igricultural problem confronting that 
State for the past eight years. The 
ederal AAA program to reduce cot- 
ton acreage by one-half, and a shrink- 
ing cotton market have made the 
change necessary. The tenant system, 
generations of family cotton raising 
tradition, and a ready cash market for 
that staple have all been barriers to 
the change. Every business in the re- 
gion is geared to cotton culture. 

For this reason the new industry 
must start from scratch—it must be 
built from the ground up. Cattle rais- 
ing requires specialized equipment ; 
Suitable barns, feed storage facilities, 
and other structures designed to fit the 
needs of the stock business. Lumber- 
men of the area will be called upon to 


meet these needs, and it will be their 
duty to anticipate them, and_ their 
privilege to promote their personal in- 
terests by promoting the infant indus- 
try. 

To speed the proposed transition to 
live stock production, J. N. Edens, vet- 
eran breeder of pedigree Hereford cat- 
tle, president of the First National 
Bank of Corsicana, Tex., and president 
of the East Texas Chamber of Com- 
merce devised a program for boys who 
were doing 4-H club or vocational 
agricultural work. Mr. Edens offered 
to finance the purchase of well-bred 
beef calves for any boy in the territory 
who was recommended by his county 


agent, 4-H club leader or vocational 


agriculture teacher. To win such rec- 
ommendation the boy would have to 
demonstrate his knowledge and ability 
to care for the animals and produce the 
bulk of feed required. 

All negotiations are made with the 


boy alone. The loan covers the cost 
of the calves, the premium on an insur- 
ance policy on the animal, and in some 
cases, enough additional to buy certain 
feed concentrates not produced in the 
region. The borrower is charged four 
percent interest to impress upon him 
that it is a business transaction. He 
signs an open note without mortgage 
or endorser. 

Inaugurated three years ago, the 
“Edens Plan” has since spread to 
many other sections of Texas. Hun- 
dreds of loans have been made on the 
above basis, and Mr. Edens’ bank has 
had no losses. Other banks report sim- 
ilar success with the program. 

The plan is calculated not only to 
stimulate cattle raising in the area, but 
also to build character in boys and 
give them experience in business deal- 
ings. 

More than 40 years ago, Mr. Edens 

(Continued on Page 32) 








no signs of deterioration. 





Heres a Timely Tip 


The Quincy Lumber Co., of Quincy, Ohio, has been making vari- 
ous types of farm portables of plywood. Some of these little build- 
ings, tested without paint to determine their lasting qualities, have 





been in use for five years, exposed summer and winter, and show 
They are easily and quickly made with 
a universal woodworker and are easily transported. The plywood, 
of course, is the kind made for exposed use. 
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This Dealer Develops Ball Players 


Campbell & Summerhayes, Louis- 
ville, Ky., lumber and millwork deal- 
ers, can look back with real pride on 
its baseball efforts with “Louisville 
Kids.” As the record stands today, 
ten of its former kid players are now 
in the ranks of professional baseball, 





Why We Play Ball 
With the Kids 


Because they are the men of 
tomorrow and the good old 
game of baseball will make 
of them better men. 


) 


From the beginning of the Louisville Amateur Baseball 
Federation's promotion of organized baseball for boys, 
Campbell & Summerhayes has sponsored a team each 
year. Supervised play has given these boys the oppor- 
tunity to learn the value of sportsmanship and_ fair 
play and to build character and healthy bodies. Some 
of them have developed into players good enough for 
professional careers—all of them are better citizens. 









Following are some of the outstanding past performers 
on Campbell & Summerhayes teams coached by our 
own “Eddie” Martin, 


Pewee Reese (ss) Brooklyn Dodgers 

“Dixie” Howell (c) Baltimore Orioles 

Fred Isert (p) Mobile, Ale. 

Louis Isert (c) Owensboro, Ky. 

Fred Elliston (2b) Ottawa, Can. 

Hayes Holmes (mf) Bowling Green, Ky. 

Eddie Taylor (3b) Richmond, Va. 

Robert Taylor (rt) Wilson, N. C. 

Chris Katope (If) Utica, N.Y. 

Syl Kellerman (1b) Evansville, Ind. 

Bernie Crimmins (¢ & 3b) Capt. Elect 1942 U. 
of Notre Dame Baseball Team. 


Opening Game, 13-Year-Old Division, 
THURSDAY AFTERNOON, JUNE 19, AT 3 P.M. 
Shawnee Park (Broadway Side) 


Campbell & Summerhayes Vs. Beechmont A, C. 





ie bell, - an’ 
Lumber & Millwork 
Building Specialties 
1420 HEMLOCK 


SHAWNEE 5400 
Stuart C, Campbell, Pres, 


LOUISVILLE, Ky. 


Jesse Ringgenberg, V. Pres. 











plus one player, captain-elect of the 
Notre Dame baseball club for 1942. 
One of its former kid players is the 
much discussed Harold “Pewee” 
Reese, great young shortstop of the 
pennant-bound brooklyn Club, Na- 
tional League. Reese went to Brook- 
lyn, for approximately $50,000 in cash 
and replaced the great shortstop, Man- 
ager Leo Durocher, who benched him- 
self in favor of the Louisville Kid. 
Campbell & Summerhayes this year 
have a club in the thirteen year old 


Campbell & Sum- 
merhayes, Louis- 
ville, Ky., lumber 
dealers, develop 
local boys into ball 
players. Giving 
the boys a chance 
to play organized 
ball produces pub- 
licity helpful in 
advertising the 
company. Left, an 
example of their 
advertising, and 
right, ex-sandlot 
player, Harold 
"Pewee Reese, 
who went on from 
their team to fame 
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ranks, but in some seasons has had 
two clubs, one in the thirteen year old 
ranks and one in the seventeen year- 
old classification. 

Considerable advertising comes to 
the company from its young ball clubs, 
who make news, and whose feats are 
in the box scores of local papers. 

With Campbell & Summerhayes 
sandlot baseball is not a hit or miss 
proposition, for in Eddie Martin, they 
have an able manager-coach, who care- 
fully picks his players and who has 
been successful in developing players 
and team play. 








Agricultural Changes Provide 
Lumbermen an Opportunity 


(Continued from Page 31) 

became aware of the suitability of the 
blackland cotton section of Texas for 
cattle raising, and established a Here- 
ford ranch as a demonstration project, 
and to make good foundation stock 
available to Texans at reasonable 
prices. The venture has been a finan- 
cial success and has also achieved its 
other purpose: to interest Texans in 
cattle raising. There are now six fine 
Hereford ranches in Navarro county 
alone, producing stock which annually 
carries off many blue ribbons at the 
nation’s great cattle shows. 

The owners of these ranches have 
given builders in the neighborhood 
their first taste of this type of busi- 
ness. A number of fine barns have 


been erected on these establishments 
as have many other complementing 
buildings. Some of the barns are air 
conditioned, as the bulls housed 
therein are of great value. 





High and Handsome Is This 
Line Headquarters 


MINNEAPOLIS, MINN., July 21.— 
An apartment built on the top floor of 
the Foshay Tower of Minneapolis as a 
millionaire’s residence has been rented 
as headquarters office for its line of 
yards by the Robertson Lumber Co. of 
Minneapolis. 

Reputed to have cost upward of 
$125,000 to build, the apartment was 
created out of the finest building mate- 
rials the world can boast—rare woods 
from the East Indies, marble from 
Italy, hardware of 24-karat gold etc. 


Wilbur Foshay, builder of the Foshay 
Tower, had planned it as a residence 
atop the 32-story structure, tallest in 
the Northwest, but the quarters have 
been vacant since his financial debacle 
11% years ago. 

Lumber used in finishing the rooms, 
now turned into office space, includes 
teakwood, rosewood, oak, mahjua 
wood and walnut. What was former], 
the library with a fireplace is now th« 
office of S. W. Robertson, president 
of the firm. The general offices occups 
the former directors’ room and master 
bedroom. Two bedrooms and a dining 
room have been turned into private 
offices. The kitchen, breakfast room 
and butler’s pantry are being used for 
storage space. Three bathrooms, in- 
cluding one costing $10,000, have beer 
locked up. Fluorescent lighting was 
installed. 


























July 26, 1941 


Amemcanfiunberman 


Farm Home Plan Suggestions 


William Piehl, Jr., is a licensed ar- 
chitect and head of the home planning 
and design department of the Muiller- 
Piehl Co., retail lumber and building 
material dealers with headquarters in 
Seymour, Wis. Mr. Piehl’s father is 
the active head of the concern, which 
operates three other yards in neighbor- 
ing towns. When the younger Mr. 
Piehl finished his university course in 
architecture several years ago the com- 
pany swung into a complete program 
of package selling, which has been very 
successful. The numerous projects 
which have been designed, sold and 
constructed embrace the entire field of 
building possibility in a small town, 
and include new and remodeled town 
and farm homes and stores and other 
commercial structures. 

Mr. Piehl is among the many archi- 
tects and designers in retail lumber 
yards located in farming communities 
who are vitally interested in the devel- 
opment of better farm home plans. Fol- 
lowing the presentation of the AMEr- 
ICAN LUMBERMAN Ideal Farm Home 
Plan in the AMERICAN LUMBERMAN 
issue of May 31, Mr. Piehl drew a 
rough sketch of a first floor layout for 
a farm home, from which the drawing 
presented herewith was made. 

“T think,” said Mr. Piehl, “that your 
motive in presenting the plan, ‘that of 
stimulating discussion and arousing in- 
terest to produce more and better farm 
home plans,’ is a very good one, and 
[ would like to contribute some of my 
thoughts on the subject with this letter 
and sketch. 

“First, I have arranged the kitchen 
so that the kitchen table is in a better 
position than if it were centered as 
suggested in your plan. The plan also 
affords direct circulation between the 
kitchen and dining room. The stair- 
way is located so that the hired hand, 
if his room is on the second floor, can 
go to it without going through any of 
the rest of the first floor. The relative 
locations of the lavatory and kitchen 
give greater utility to the former than 
if it were located remotely from the 
kitchen. Closet space with a louvre 
vent is provided just inside the rear 
entrance. 

“My own preference is for the office 
uv the first floor, and you will note 
tk it it is placed there, conveniently lo- 
cated near the rear door. It also has 
an entrance from the outside via the 


sun room. This office, as indicated on 
the sketch, can be combined with a 
bed room. If such a combination is 
used a very pleasing desk can be pro- 
vided in the same wood and finish as 
that used for bed room furniture. 

“With this plan it is unnecessary 
for the men to go down in the base- 
ment to wash and then come back up- 
stairs to eat. They can use the sink 
in the work room or the sink in the 
first floor lavatory without much or 
any inconvenience. The shower may 
be located in the basement, but I 
would suggest also a shower head and 
shower curtain in connection with the 
bath tub on the second floor. 

“Here, the work room is conveni- 
ently located on the grade level in- 
stead of the basement level. The only 
reason I can think of for having it in 
the basement is that it might hold 
down the cost of the job, but I have 
not been concerned as much with ques- 
tions of cost as with the practical loca- 
tion of essential features. A centrally 
located chimney I think is to be pre- 
ferred to one located at one end of 


the house. I think that is particularly, 


true in the case of your house with its 
60-foot overall length. Type of heat, 
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of course, might remove this objection. 

“T have used a considerably smaller 
living room than you did, because I 
believe that most housewives would be 
in favor of it. I also believe that the 
front reception hall may be a good 
feature to eliminate from this type of 
plan. 

“In this sketch a flat deck can be 
used over the top of the work room, 
and the designer will immediately win 
the approval of the lady of the house. 
Such a deck is a great convenience for 
airing bedding, rugs, etc., from the 
upstairs bed rooms, 

“In drawing this sketch I made no 
effort to hold down building costs. As 
I see the immediate need is for plans 
that suggest the essential features of 
a farm home in the best possible loca- 
tion to all related rooms. Cost, how- 
ever, is a most important consideration 
in many cases, and I would suggest 
many plans covering a wide price 
range, each plan to include as many 
of the essential features as the price 
will permit, 

“With business as brisk as it is I 
had time to draw only the first floor 
layout. The second floor can have two, 
three or four bed rooms with one bath, 
as desired. The elevation, of course, 
would be determined by the number 
of rooms in the second floor.” 

Mr. Piehl did not comment on his 
central rear hall, which, in our opinion, 
is excellent both with regard to loca- 
tion and size. The slide door from 
the kitchen to the central rear hall is 
a feature rapidly gaining popularity 
where it is desired to conserve space. 
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Dramatized 


“You don’t really want to put that 


cheap paint on your new house. Let 
ime show the difference between 
cheap paint and the best paint.” 

G. C. May, president and manager 
of the Arkansas Lumber Co., Little 
Rock, Arkansas, is talking to a cus- 


Vv‘ gu 


tomer. And does he show the pros- 
pect the difference in paints by letting 
him actually see the paint? No. He 
him to the First he 
weighs a gallon of the cheapest paint 
in the store. 

“See there?” he points out. 


takes scales. 


“That 
cheap paint weighs 10 pounds to the 
gallon. Now this.” 

lle heaves up a gallon of good paint, 
grunting a little as he does it. 

“Eighteen pounds exactly!” he 
points out to the “The 
good paint twice as 
much as the cheap paint, yet it costs 
just a dollar-and-a-half more on the 
gallon. 


look at 


customer. 
weighs almost 


One gallon of this good paint 
will cover twice as much surface as the 
cheap paint and will last three times 
as long. Now take this pencil and fig- 
ure the cost of your paint job your- 
self.” 

Before the two have finished figur- 
ing, the customer is completely sold 
on the wisdom of using the best paint 
on the new house. 

That little dramatization at the 
scales takes place frequently. It adds 
a sizable figure to the yearly paint vol- 
ume of $12,000 enjoyed by this lumber 
and building supplies dealer, who not 
only goes in for complete package sell- 
ing on homes in a big way, but who 
also specializes in promoting paints 
and roofing. 

Mr. May thinks that specializing in 
certain items adds to the individuality 
of a dealer’s merchandising and gives 
him an opportunity to dramatize his 


selling. 


Consider roofing, that item which is 
so particularly profitable these days. 
There are not many building supply 
dealers in this territory who sell as 
much roofing as the Arkansas Lumber 
Company. Last year 30 carloads 
passed through his sales rooms, and 
most of it was actually sold over the 
counter, 

This dealer has a particularly good 
location, on the busy highway that 
connects Little Rock and Hot Springs. 
Tourists crowd this artery which is a 
part of “The Broadway of America.” 
Because G. C. May elected to promote 
roofing, he gives it striking display, 
using the long roof of one of his build- 
ings as the setting for 20 big 10-foot- 
square samples. The display — roof 
attracts so much attention among mo- 
torists that many of them in distant 
parts of the state come into the store 
to ask about roofing. 

The salesmen who call on local pros- 
pects also keep the big display roof in 
the front line of their sales talk. They 
display their sample books and kits, 
but they never fail to say to the cus- 
tomer : 

“You can’t tell much about roofing 
by seeing such small samples. Let's 
get into my car and drive to the plant 
and see samples displayed on a roof.” 


Many customers 
attracted by the 
distinctive blue 
roofs actually plan 
to have a different 
colored roof for 


themselves. 


who have taken their names from the color, blue. 
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Blue roofs have helped to advertise the roofing promo- 
tions put on by the Arkansas Lumber Co., Little Rock, 
Ark. .At left, and below, are two tourist courts whose 


roofs were purchased from the Arkansas Lumber Co. and 


These 


tourist courts have, strangely enough, brought customers 


to the lumber company who were attracted by the roofs. 


Selling Wins The Customer 


If the customer cannot go then and 
there with the salesman, an appoint- 
ment is made for another time. 

This dealer was the very first one 
in this territory to sell a blue roof. 
That was back in 1933, and the par- 
ticular roof is still in fine condition, the 
bright blue unfaded and clean-looking. 
Mr. May and his sales staff use that 
house to dramatize their selling. They 
take the prospects to it and prove that 
the blue roof which the Arkansas 
Lumber Company has made very pop- 
ular here does not fade. 

All over the city blue roofs installed 
by this dealer help to sell more blue 
roofs. Some of the most spectacular 
jobs are on tourists courts. At least 
two tourist courts have been influenced 
by their blue roofs in selecting their 
names. The Blue Haven and the Blue 
3ird have advertised blue roofs and 
the Arkansas Lumber Company so 
well that scarcely a day passes but 
what some tourist, often from a dis- 
tant State, drives to the store and asks 
about blue roofs. The owners of the 
tourist courts are frequently asked 
where they bought their roofing. 


Strangely, many people attracted to 
the Arkansas Lumber Company by the 
blue roofs actually plan to have an- 
other color for themselves. 
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Mr. May has concentrated advertis- 
ing costs to the medium he favors, 
chief of which is the telephone direc- 
tory. He not only carries a large dis- 
play advertisement under the lumber 
classification, but also carries other 
classifications, including building ma- 
terials, roofers and carpenters. He 
values the last two classifications 
highly. For several years he was the 
only lumber dealer who had a classifi- 
cation under carpenters. To illustrate 
how he cashes in on this, the owner of 
a new branch business just recently 
come to town called him and asked for 
a good carpenter. 

“Tl send you the best carpenter I 
know,” said Mr. May. 

He did better than this: he accom- 
panied the carpenter to the prospect, 
introduced him, and wound up with 
selling $5,000 worth of lumber and 
building supplies for the new store. 
This is characteristic of him. He is 
not a plate-glass executive who keeps 
to his desk, but is always here and 
there about the plant, or on some con- 
struction job where his close contact 
with everything helps him to put action 
into his selling methods. 

His card index of roofers and car- 
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penters bear careful notations after 
each man’s name, culled from his own 
experience with the work they can do. 
Often on a construction job he jots 
down his observation of the workmen 
to furnish data for his records. Me- 
chanics are thus eager to please him, 
and they are a real factor in helping 
to increase volume all along the line. 

In commenting on the value of tele- 
phone directory advertising, Mr. May 
said, ‘““People put off roofing and other 
repair jobs until they have to be done 
in a hurry. Then the telephone direc- 
tory is consulted. I’ve never had much 
luck with cold canvassing as far as 
roofing is concerned. For us it has 
been rather high-priced salesmanship. 
A prospect who is in the market for a 
roof will buy from the dealer who has 
been making that prospect notice him 
consciously or unconsciously, Our big 
sample roof, showing those impressive 
squares of roofing and the handsome 
blue roofs we’ve installed all over town 
back up the big advertisement we use 
in the telephone directory.” 

Although this dealer specializes in 
promoting roofing and paints, he is do- 
ing a very good job in selling small 
homes on the complete-package basis. 
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About 25 of these were sold last year, 
most of them built from plans created 
by the architect in charge of the 
house-planning department. 

“Of course, we'd rather sell a com- 
plete house than a roofing or paint 
job,” said Mr. May, “but I have plenty 
of evidence that our specialties, roof- 
ing and paints, help to build volume 
throughout the plant. Not infrequently 
we sell roofing when some other dealer 
has sold the other materials. We may 





Advertising of the Arkansas Lumber 
Co. has been concentrated in the tele- 
phone directory where the company is 
listed under several classifications includ- 
ing "Carpenters," "Roofers," etc. 





never have had a chance to quote this 
customer. But he has been attracted 
to our roofing because of our promo- 
tions and wants it even though some 
other dealer sells all the other mate- 
rials for the building. 

Mr. May has been in business for 
twenty years, He began with a small 
planing mill. But good selling meth- 
ods practically put him into the owner- 
ship of a modern plant that expands 
each year. 





Dealer Builds Branch Office 
in Defense Area 


A branch office 15 miles from the 
nome yard has been built by Leach 
Bros. Inc., Joliet, Ill. to accomodate 
customers in the rapidly expanding de- 
fense area of Wilmington, IIl. It is lo- 
cated within two miles of the site of 
an ammunition plant being erected on 
a tract of many thousands of acres of 
rich farm land taken over by the gov- 
ernment for that purpose. 

The semi-modernistic branch yard, 
named the Wilmington Lumber Co., 
was built from a picture which ap- 
peared in the AMERICAN LUMBERMAN 
some time ago. A small stock is kept 
on hand but the greater part of the 
materials to fill orders are brought 
from the Joliet yard as they are needed. 

The office is located on a treacher- 
ous curve on U. S. highway 66, one 
of the nation’s most dangerous thoro- 
fares. The annual auto death toll at 
this curve had been of grave concern 
to local officials. However since about 
January 1 when the Wilmington Lum- 
ber Co. located there and erected a 
large neon sign proclaiming their 
presence, no auto accidents have oc- 
curred. 
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(Continued from Page 25) 





found for 
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the new crop—and _ the 
would like to see that 
grain kept on the farm. The farmer 
who provides adequate shelter for his 
grain can make 85 percent parity loans 
on it, which will probably amount to a 
little over a dollar per bushel. The 
grain is security for the loan, and the 
Government insists that its security be 
protected by adequate storage. 


Financing Granaries Is No Problem 


“For the first time, the Government 
is advancing 7 cents a bushel for stor- 
age on wheat. Previously the farmer 
had to wait until the end of the year, 
until he had earned his storage, to get 
the 7 cents. But this year he is going 
to get the money in advance in accord- 
ance with details which are available 
through county AAA committees. This 
7 cents will go a long way toward 
building new storage, or buying lum- 
ber for the remodeling and recondition- 
ing of any present storage he may have. 
The new set-up is a ‘natural’ for the 
farmer. He has everything to gain 
and nothing to lose. He'll get a good 
building he can use for future storage, 
or some other useful purpose. In 
every county there is an AAA com- 
mittee of three men—and in every 
township three-men committees are 
going to be set up. And the AAA is 
going to work immediately organizing 
farm meetings to explain the value of 
storing grain on the farm in adequate 
shelters.” 

Grain 





storage advertisements are 
being run in farm press by Weyer- 
haeuser, and one of these is reproduced 
on page 25. 

The following suggestions for ob- 
taining a share of this granaries busi- 
ness are made by Mr. Saberson: 

“Contact your local county or town- 
ship AAA Board. Show them blue 
prints and specifications of buildings 
which have been carefully engineered 
to resist lateral stresses of stored con- 
tents, in addition to common dead and 
wind loads. Approval of these build- 
ings makes it easy for you to sell. It 
gives assurance to your farm custom- 
ers that your service is complete and 
carefully prepared to serve their needs 
best and most economically. 

“See your County Agent and tell 
him the story of your grain storage 
building service. He will then be in 
a position to refer farmers to you. 

“Mail to every farmer in your terri- 
tory an enlargement of the current ad 
for granaries.”’ 


Amermcanfiunberman 


Big Opportunity Open to 
Lumber Dealers 


Wasuincton, D. C., July 21.— 
“The Department of Agriculture has 
been seriously worried in regard to the 
ability of farmers to get materials to 
construct grain storage facilities for 
the surplus crops of this year. It is 
expected that there will be large sur- 
pluses of the winter wheat crop in the 
Southwest, and large surpluses also of 
the spring wheat group in the West 
North Central area. The situation 
seems to be that most elevator stor- 
age is full, and there is a great need 
for grain storage facilities on farms,” 
says H. R. Northup, secretary-man- 
ager, National Retail Lumber Dealers’ 
Association. 

“For the past month, there has been 
considerable agitation in Washington 
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in regard to the ability of the lumber 
industry, namely the retail merchants 
and the manufacturers, to supply ade- 
quate materials for the necessary grain 
bins that must be erected this year. 
This office has supplied OPM and 
Department of Agriculture with stat- 
istics indicating the dealers’ ability to 
do the job. 

“Tn view of the fact that in previous 
years the Federal Government has pur- 
chased grain storage facilities for the 
farmers, and that this year the farmers 
themselves must provide such facilities, 
this seems to present an opportunity to 
the dealers in grain producing areas. 
The AAA is now interested in getting 
lumber merchants and farmers to- 
gether. The AAA proposes to make 
certain “grants” to farmers agreeing 
to store grains that will assist the 
farmer in paying for the facilities.” 


Non-Retail Employees That Are 
Exempt from Wage-Hour Law 


RocHEsTER, N. Y., July 21.—As an 
appendix to the National Retail Lum- 
ber Dealers’ Association analysis of In- 
terpretative Bulletin No. 6, which was 
published in the AMERICAN LUMBER- 
MAN of July 12, Paul S. Collier, secre- 
tary-manager of the Northeastern Re- 
tail Lumbermen’s Association, has is- 
sued a statement regarding exemption 
of executive, administrative, profes- 
sional, and local retailing employees 
and outside salesmen from Wage-Hour 
Act. He believes that such exemption 
is important to lumber dealers for the 
reasons that, where a lumber dealer 
finds that his yard can not qualify for 
exemption as a “retail establishment,” 
he then must determine whether all of 
his employees are subject to the Act; 
and if not, which are and which are 
not; and that, if a lumber dealer is 
regarded as engaged in interstate com- 
merce, then presumably all his em- 
ployees are engaged in interstate com- 
merce and, therefore, subject to the 
Act, unless some of them are specific- 
ally exempt. The following classes of 
employees, says Mr. Collier, are spe- 
cifically exempt under Section 13, (a) 
(1) of the Wage-Hour Act, provided 
each condition named be satisfied and 
such exempt class is defined by regula- 
tions of the Administrator as follows: 


(1) Executive is an employee: 


(a) Whose primary duty is management 
of an establishment or a department. 


(b) Who customarily directs the work of 
other employees. 

(c) Who has authority to hire or fire em- 
ployees. 

(d) Who customarily 
tionary powers. 

(e) Whose salary is not less than $30 per 
week, 

(f) Who does not do work of the same 
nature as that done by non-exempt em- 
ployees under his direction for more than 
20 percent of the number of hours in any 
workweek which such non-exempt employees 
work. (But this provision does not apply 
where the executive is in sole charge of 
an independent establishment or a physically 
separated branch establishment. ) 

(2) Administrative employee is one: 

(a) Whose salary is not less than $200 
per month. 

(b) Who works as an assistant to another 
executive or administrative employee, and 
as such assistant exercises independent judg- 
ment or discretion and does not perform 
manual work; or performs responsible, non- 
manual office or field work directly related 
to management policies, along specialized or 
technical lines; works only under general 
supervision; and exercises independent judg- 
ment or discretion. 


(3) Professional employee is one: 


(a) Whose work is predominantly intel- 
lectual and varied as opposed to routine 
work. 

(b) Whose work requires the exercise oi 
discretion and judgment. 

(c) Whose work is of such a nature that 
the output produced can not be standardized 
in relation to a given period of time. 

(d) Who does not do work of the same 
nature as that done by non-exempt em- 
ployees for more than 20 percent of the 
number of hours in any workweek which 
such non-exempt employees work. 

(Continued on Page 56) 
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Say Leaders: Lumber’s Story of 
Today Needs Telling to Public 


WasHInGTON, D. C., July 21.—Lumber- 
men have been speculating on the probable 
position of the forest industries as, follow- 
ing the Defense effort, industrial activity re- 
cedes, so for this reason the leaders of the 
industry have strongly urged immediate ac- 
tion on the collective Public Relations pro- 
gram initiated by American Forest Prod- 
ucts Industries (Inc.) An indication of the 
depth to which thinking lumbermen feel the 
challenge of the future, is illustrated by re- 
marks apropos of the Public Relations effort, 
received recently at American Forest Prod- 
ucts Industries headquarters in Washington. 
Some of them were: 


J. W. Warzex, Jr., Crossett-Watzek- 
Gates, Chicago—‘I know of no better invest- 
ment that the lumber industry can make than 
to tell the public, vigorously and honestly, 
the story of how conservation of our forests 
is being obtained by more complete utiliza- 
tion, and by our constantly expanding efforts 
to protect and regrow them.” 


Corypon WAGNER, St. Paul & Tacoma 
Lumber Co., Tacoma, Wash.—‘“I am grati- 


fied to realize that the lumber industry has 
at last learned an important fact which more 
promotionally minded industries have been 
learning during the past ten years: That the 
public feels it has a right to know what is 
going on inside American industry. Indus- 
try these days is Everybody’s Business. If 
we do not give the public the right story, 
someone will go out of the way to give it 
the wrong one. I do not know of anything 
more important in the industry at this time 
than the public information program.” 


C. C. SHEPPARD, Louisiana Central Lum- 
ber Co., Clarks, La—‘‘The lumber industry 
has accepted its responsibility to preserve the 
forests as a continuing natural resource. It 
is not only our privilege but our duty and 
obligation to let the public know this fact— 
we should take a tip from many another 
industry, and tell it to the public in detail. 
If the industry does not take the trouble to 
do the telling itself, somebody else tells his 
side of the story, and it is usually pretty far 
from the truth. That is what has happened 
to the lumber industry.” 
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G. F. Jewett, Potlatch Forests (Inc.), 
Spokane, Wash.—“We are working progres- 
sively to make timber a crop—a continuing 
national resource—and not a mine to be 
worked and forgotten. The old theory of 
cut out and get out has served its day and 
served it well. We have now reached a 
point where farming our forests is dawning. 
But the people don’t know it. We should 
tell them. And the Public Information pro- 
gram will do it.” 

Water NeiLs, J. Neils Lumber Co., 
Libby, Mont.—“There is much misinforma- 
tion about the lumber industry knocking 
around, as in any other American industry. 
And, frankly, I believe it is our own fault. 
For a good many years we have had a good 
story to tell, and we have not told it. Our 
competitors have not been so modest.” 

J. D. Tennant, Long-Bell Lumber Co., 
Longview, Wash.—“It seems to me the lum- 
ber industry has been already too long with- 
out an educational program. Few industries 
in America have progressed as far, in the 
matter of social responsibility, as lumbering. 
Yet to read the current magazines and news- 
papers, one would think that our industry 
is still living in the 19th century, that we 
still have free timber, and that our industry 
is governed by a first-come-first-served phil- 
osophy. Gentlemen, we have a big job to 
do. The quicker we do it, the better.” 


Busy Oregon Winning to First Place in Production 


PortLAnb, Ore., July 19—The lumber in- 
dustry in Oregon was hot this week in 
more ways than one. The market was the 
hottest it has been since the boom days of 
1920 and 1923. The weather broke all high 
temperature records since records have been 
kept so far as western Oregon is concerned, 
and electrical storms in the mountains and 
timber areas started hundreds of forest fires 
and at least two prominent sawmill concerns 
lost their plants or a large portion of them 
by fire. Wholesalers sat around in their 
shirt sleeves in Portland and Eugene, the 
two big wholesale lumber centers, and said 
“No” to long distance telephone inquiries 
from New York, Chicago, Kansas City and 
way points. Buyers offered orders to sweaty 
sales managers with prices, sizes, and grades 
at mill’s option. Even so, that does not 
mean that manufacturers were asking or re- 
ceiving prices anywhere near as high as 1920 
prices, but it does mean that mill order 
files were loaded up and that buying is ex- 
tremely difficult. 


Oregon's Production Is Increasing 


Conditions have greatly changed during 
the two decades that have passed since the 
runaway market of 1920. Since then, lumber 
producing capacity of the country as a whole 
has diminished, but that of Oregon has in- 
creased. Oregon has long been the heaviest 
timbered State in the Union, and in 1938, for 
the first time, it passed Washington in total 
lumber production, and will undoubtedly 
continue to hold front rank for many years. 

Down through the Willamette Valley 
there has been much fir manufacturing de- 
velopment, which has included, during the 
last two or three years, the building of many 
large Douglas fir plywood manufacturing 
plants. Here again, Oregon is rapidly step- 
ping to the front. Plywood production has 


more than doubled in Washington-Oregon 
during the past three years. Even with such 
rapid production developments, the industry 
is in a badly oversold condition which for 
nearly two years has practically been 
chronic. 

Portland and Eugene are the two prin- 
cipal wholesale centers and the wholesale 
colony in both cities has increased rapidly 
during the past year. Of course much of 
the development is due to the nation’s De- 
fense program, and Oregon’s chief industry 
has made a great record to date in supply- 
ing the housing material for military en- 
campments, munitions and_ shipbuilding 
plants, car materials, ship decking, etc. 


Take Increased Interest in Forest 
Protection 


Loggers are running mostly on the “hoot 
owl” shift in western Oregon, working dur- 
ing the wee sma’ hours of the morning and 
breaking off at noon, when the humidity is 
usually getting toward its lowest point. 
Many lumber manufacturers and loggers 
are more interested in forest fire situation 
than nearly anything else. Forest fires mean 
not only loss of valuable standing timber, 
but the killing of many young trees which 
will be coming along to maintain the indus- 
try in years to come. More than that, fires 
take men from logging and milling work in 
order to control them. Among the impor- 
tant forest protective agencies made up of 
private timber owners is the Lane County 
Association, with offices in the Booth-Kelly 
Lumber Co.’s office building in Eugene. This 
company, with vast timber holdings scat- 
tered through much of the county, is the 
largest contributor to this work in the 
county and naturally keenly interested in its 
effectiveness. Charles G. Briggs, president 
and general manager of Booth-Kelly Lumber 


Co., was greatly pleased with the effective- 
ness of the short wave portable radio sets 
which fire fighters carried right into the 
woods with them so they could tell head- 
quarters all the details of what was going 
on right in the field. This was particularly 
demonstrated following the big electrical 
storm in the Eugene district on July 15 and 
16 when hundreds of fires were started by 
lightning and effective direction of protec- 
tion work was highly essential. 





Fire Destroys Many Units; 
Two Sawmills and Hard- 
wood Yard Saved 


[Special telegram to AMERICAN LuMBERMAN] 


MARKED TREE, ARK., July 24.—A fire loss, 
estimated at about $250,000, was sustained 
by the Chapman & Dewey Lumber Co. at 
its plant here July 20. The fire started in 
the engine room of the box factory about 
9:30 that Sunday evening, spread to the 
flooring mill, planing mill and dry kilns, 
and was not brought under control until 
7:00 a.m. Monday. All these units were 
completely destroyed. 

Also lost were half a million feet of oak 
flooring in flooring warehouse, and half mil- 
lion feet of lumber in dry kilns and in proc- 
ess through flooring mill and box factory. 
Three fully loaded cars of boxes and oak 
dimension were likewise burnt. The com- 
pany’s lumber yard, containing eleven mil- 
lion feet of hardwood, was saved after a 
hard fight. 

The two sawmills of the Chapman & 
Dewey Co. were not affected. The company 
is making plans for re-building the units de- 
stroyed. The length of time needed for re- 
construction will be determined by its ability 
to obtain new machinery. 
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Southern Pine Anticipates Future Market 


Past Record Indicates Ability to Handle Coming Emergencies; 
Will Stress Promotion, Public Relations 


New Orveans, La., July 17.—Conditions 
arising from the exactations of the Defense 
program in connection with materials that 
have been used in lieu of wood have created 
demands in excess of what has been antici- 
pated by the lumber industry, declared Earl 
M. McGowin, Chapman, Ala., president of 
the Southern Pine Association, in opening 
the summer session of that organization here 
today. Mr. McGowin referred to increased 
call for structural and car materials because 
of tightness in the steel supply, and prophe- 
sied the industry may face the necessity of 
adapting its production methods to these 
demands during the emergency. 

Subsequent to the general meeting of SPA 
subscribers, the directors en- 
dorsed the public relations program of the 
National Lumber Manufacturers’ Associa- 
tion, recommending that the pine mills sup- 
port it, and approved the trade promotion 
program of SPA. 


Association 


Association Always Met Crises 


The association, declared Mr. McGowin, 
has always met recurrent crises. When the 
present emergency began to develop, a year 
ago, the need for lumber based on the de- 
mands of the World War was reviewed and 
the attitude of business as usual seemed 
warranted. Today, this question of “business 
as usual” can’t be visualized. 

The demand for cantonment lumber was 
met, price control avoided, and supply main- 
tained from January to July, he narrated. 
However, the increasing shortage of other 
materials has become effective and mills are 
now getting calls from markets not available 
before. Wood is being used as a structural 
material in heavy construction; the car ma- 
terials market has expanded, and there are 
countless other replacement uses. 


Changes in Manufacture 


“We may have to change our ideas of 
manufacture since we will need more tim- 
bers than finish and cut to meet the demand 
we are experiencing instead of following 
traditional methods,’ Mr. McGowin said. 
“We may face a shortage of cars to ship 
in, of electrical or other materials, of skilled 
workers, of finance. The FHA by curtail- 
ment of loans alone could accomplish the 
last named. We face priorities on mill 
equipment.” 

To meet the last named situation, he 
stated, the SPA is setting up a priorities 
department both at New Orleans headquar- 
ters and in Washington to assist members. 
Unless otherwise provided, we will have to 
file requests for priority for every saw, etc. 
To meet this, said Mr. McGowin, we met 
with other species and asked for priority 
status for the lumber industry. This request 
has met with a favorable reception, but would 
apply only for old plants and equipment, not 
for new mills or new equipment. 

The Southern Pine Association, Mr. Mc- 
Gowin went on to say, seeks to set up a 
department to serve as a clearing house for 


second hand mill and logging machinery as 
an aid to the mills, and to set up a depart- 
ment to serve as a clearing house for skilled 
workers. 

The lumber industry was said to face the 
possibility of setting up an industry agency 
vithin OPM, and if it becomes a “shooting 
war” to face rigid control. Afterwards, he 
said, we will meet the most severe test for 
survival. 

Plans for an enlarged trade program for 
the next six months during which expendi- 
tures would be doubled were outlined by Ar- 
thur Temple, Texarkana, Tex., chairman of 
the Trade Promotion Committee, who out- 
lined the needs for reprinting many popular 
SPA informational booklets and additional 
new pamphlets. 

The continued close cooperation of field 
men with factors involving the lumber field, 
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said Mr. Temple, is vital. The many ar- 
chitects and engineers employed in projects 
now underway have not had experience that 
they need in wood, and the industry must 
inform them. If proper materials are not 
used, the subsequent dissatisfaction will 
prove expensive to the industry. Mr. Tem- 
ple touched on the housing and farm unit 
programs, and the value of assigning a man 
to the box and crating industry. 

Specific activities referred to include the 
development of standards in conjunction with 
the sash and door manufacturers; the test- 
ing of laminated beams at the University of 
Illinois; the tests of paint on southern pine 
siding and finish at Georgia Institute of 
Technology, and work to reintroduce south- 
ern pine into the northeastern market. 

A substantial list of Southern Pine publi- 
cations, both for technical and _ popular 
fields, was listed as scheduled for reprint- 
ing. New literature also will be published, 
including that on siding and flooring. 

The opportunity of the lumber industry in 
restoring old markets and renewing their 
grip on customers during the present emer- 
gency was pointed out by Stanley Horn, 
Nashville, Tenn., who stressed the need of 
advertising the product of the southern mills. 


A program of public relations for the lum- 
ber industry was presented by Messrs. Sel- 
vage and French, on behalf of the National 
Lumber Manufacturers’ Association. Mr. 
Selvage in the beginning of his remarks paid 
a high compliment to the Southern Pine As- 
sociation for what he termed “its efficient 
management and alert efforts to handle its 
problems.” He said the people are by far 
the most powerful element in this country 
and in recent years polls are showing just 
what the people think about various matters, 
and legislators pay heed to the results of 
the polls and try to follow the wishes of the 
people, with respect to different problems. 
“Any industry or business, needs friends as 
well as customers,” said Mr. Selvage, “and 
a friendly public opinion is necessary to suc- 
cess. This is one reason why a public rela- 
tions program should be undertaken by the 
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lumber industry. I do not know of any basic 
industry in the country, excepting lumber, 
that does not have underway some program 
to create friends among the people.” He 
said that one reason industry and business 
have not fared so well in governmental af- 
fairs in recent years, is because they have 
failed to go back to the people and convince 
them that industry and business have “just 
as much at stake in the welfare of the coun- 
try as the people themselves have.” 


Details of NLMA Program 


Details of the NLMA program were out- 
lined by C. R. French, who distributed 
copies of a pamphlet covering the subject. 
The program, he stated will be conducted 
by the American Forest Products Industries, 
Inc., a Delaware corporation. The NLMA 
is asking 3 cents per M feet to defray the 
cost of the program. 

Initial work, it was stated, has been 
started in Washington, D. C., where a series 
of five weekly advertisements are being car- 
ried in the newspapers. These point out the 
value of wood products in the Defense 
movement, and are designed for their edu- 
cational effect on Government men. This will 
involve the employment of 35 persons. 
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A telegram was read from M. L. Fleishel, 
Shamrock, Fla., urging support of the pro- 
gram. The program was also endorsed by 
P. A. Bloomer and W. T. Neal, past presi- 
dents of SPA, who spoke briefly. 

Approval of the report of H. M. Seaman, 
Chairman of the Conservation Committee, 
which key-noted a “non-appeasement” policy 
in respect to government control of pri- 
vately owned forest lands, was extended by 
the SPA directors. Mr. Seaman’s report 
said, in part: 

“Because of the financial stringency last 
year which deprived us of an association 
forester, a few unacquainted with our work 
have asked me when we will resume our 
conservation activities. While I firmly be- 
lieve and recommend that we should add 
an outstanding forester to our Conservation 
Department as soon as funds are available, 
the facts of the matter are that, except as 
to certain technical phases, there has been 
no let-up in our conservation activities. Since 
our March meeting, the department has 
spread our established and well defined poli- 
cies. These have met with unanimous ap- 
proval of the Southern Pine lumber manu- 
facturers. 


Elimination of Appeasement 


“We have vigorously contended for the 
elimination of any ‘appeasement’ policies 
within the Industry touching any form of 
coercion or regulation affecting woods 
practices. 

“We have coordinated these policies with 
those of other regionals, through the Na- 
tional, and with the paper/pulp manufac- 
turers and Southern state foresters. 

“We have cooperated to the fullest de- 
gree with the Southern state and Federal 
forestry agencies in promoting and making 
more effective the cooperative approach in 
fire prevention and suppression, disease and 
insect control, and the voluntary practice of 
good woods management. 

“We are continuing to carry the story of 
industry’s position in these matters to 
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sources where the greatest possible good 
will be done. This is exemplified by two 
recent addresses by the manager of our 
Conservation Department, Mr. Moore, one 
May 2 before the North Carolina Forestry 
\ssociation, which has been given wide pub- 


licity, and another, April 30, before Duke 
University, which is now being printed by 
the University for broad distribution. 

“The manager of our Conservation De- 
partment has travelled many thousands of 
miles visiting individual lumbermen, state 
foresters, and others. He has attended many 
meetings at which basic policies and activi- 
ties were formulated and launched, the im- 
port of which will carry far into the future, 
and, needless to say, these activities will be 
continued.” 


Compliments Alabama Forestry 


Chairman Seaman complimented the state 
forestry policy adopted by Alabama, and 
recommended it to the attention of other 
Southern states. 

C. C. Sheppard, Clarks, La., presented a 
report of the Southern Pine Industry Com- 
mittee respecting the hearings held the latter 
part of June in Washington by the Lumber 
and Timber Products Industry Committee, 
under the Wage-Hour law, when the indus- 
try committee recommended adoption of a 
35 cent per hour minimum wage for the 
entire lumber industry, an increase of five 
cents per hour over the present minimum. 
This recommendation of the Industry Com- 
mittee will be considered and approved or 
rejected by Wage-Hour Administrator 
Fleming after a hearing to be held in Wash- 
ington, D. C., August 5. 

Mr. Sheppard reviewed the history of the 
wage-hour legislation and the part taken by 
the Southern Pine industry in connection 
with that legislation, and also reviewed the 
work performed by the industry’s represen- 
tatives at and in connection with the Wage- 
Hour Industry Committee’s hearing last 
June. He stated that the Southern Pine 
manufacturers’ representatives consistently 
urged maintenance of the 30 cents per hour 
minimum wage for the lumber industry and 
opposed any increase in the wage as set by 
law. 

Mr. Sheppard asserted that in his opinion 
the Wage-Hour Industry Committee was 
not guided by the law and the evidence in 
its decision to raise the minimum hourly 
wage from 30 cents to 35 cents per hour. 
“There was nothing in the record of the 
hearing,” said Mr. Sheppard, “to support 
the findings and recommendations of the 
Industry Committee.” He mentioned that 
the Administrator will hold a hearing in 
Washington on August 5 to determine his 
action in accepting or rejecting the commit- 
tee’s recommendation, and said that the 
Southern Pine Industry Committee at its 
meeting recently decided to have the indus- 
try’s attorneys prepare a brief based on the 
record of the hearing before the Industry 
Committee, and present the brief to General 
Fleming, administrator of the law. The 
Southern Pine manufacturers, he said, will 
not send a committee to the hearing. 


Value of Association 


Chairman Sheppard spoke of the value of 
the Southern Pine Association to the indus- 
try in connection with the Wage-Hour nego- 
tiations and legislation. “If there had been 
no Southern Pine Association, with its or- 
ganization, staff, statistics, files and commit- 
tee, our industry would have had a recom- 
mendation of 40 cents per hour as a 
minimum wage,” he said. “In the face of the 
association’s accomplishments and _ service 


on behalf of the industry I do not see how 
any Southern Pine manufacturer can fail to 
get behind this association, and support it 
in every way possible, as an insurance and 
protection of their individual interests, if for 
nothing else.” 


Victory for the Industry 


Attorney Cornelius expressed the belief 
that the findings of the Industry Committee 
represented a victory for the Southern Pine 
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industry in view of the conditions prevailing. 
He praised Secretary-manager H. C. 
Berckes of the Association and members of 
the staff who assisted the attorneys in pre- 
paring the brief that was presented to the 
Industry Committee. 

At the close of the session the manufac- 
turers present gave a rising vote of appre- 
ciation and thanks to Chairman Sheppard 
and members of the Southern Pine Commit- 
tee and witnesses for their services in con- 
nection with the effort made to maintain a 
30 cent per hour minimum wage for the 
lumber industry. 

Final adjournment was taken at the close 
of the wage-hour discussion. 





"Now They Are Men" 
—About CCC 


WasHIncton, D. C., July 21—James J. 
McEntee, director of the CCC, has written 
a book entitled “Now They Are Men,” 
which is both a fascinating story and a 
source book of information about the chain 
of 1,500 CCC camps that dot every State. 
It contains a resume of the first days of the 
CCC, the reason for its organization, details 
of the Corps administration, life in camp, 
education and training of enrollees, and in- 
teresting chapters on results of the CCC 
program and its future usefulness. It 
points out that an important contribution 
of the CCC, particularly noteworthy at this 
time when the attention of the entire Na- 
tion is concentrated on national defense, is 
the improvement in the health of the more 
than 2,000,000 men who have served in the 
Corps. Copies are available at 25 cents each 
from National Home Library Foundation, 
Washington, D. C. : 


39 








Amermecanfiumberman 


Speed in Defense Housing Urged; 
Numerous Contracts Awarded 


Wasuinecron, D. C., July 21.—Likelihood 
of early issuance of priorities for materials 
in Defense housing was seen with the an- 
nouncement that an agreement has _ been 
reached on priority construction aid between 
Defense Housing Coordinator Charles F. 
Palmer and the Priorities Board of the 
Office of Production Management. Details 
will probably be announced shortly, giving 
higher priority ratings to materials which 
are required in construction of both public 
and private housing for Defense workers. 
Palmer stressed the necessity for speed, 
particularly in industrial centers, where the 
influx of workers for Defense industries is 
mounting. He also emphasized the need for 
acceleration of private building of low-cost 
housing in Buffalo, N. Y.; Bridgeport, 
Conn.; Philadelphia, Pa.; Pittsburgh, Pa., 
and South Bend, Ind. Private building ac- 
tivity, he said, is up to requirements in low- 
cost housing in Boston, Mass.; Washington, 
D. C.; San Francisco, Calif.; Oakland, 
Calif.; Canton, N. J., and Jacksonville, Fla. 

In addition to curtailing consumption for 
certain uses, OPACS plans to conserve ma- 
terials through use of substitutes and other 
means. The United States Housing Author- 
ity is working on a plan for substituting 
wood for metals which are necessary in the 
Defense program. Wood is to be the major 
material used in place of metals on all 
USHA projects. The Department of Com- 
merce reported demand for lumber has ex- 
ceeded production, and that certain grades 
and species are becoming more difficult to 
obtain at a time when lumber is so impor- 
tant to the Defense program. However, it 
was reported that there is no overall short- 
age. 


New Contracts for Defense Housing 


Contracts for Defense housing projects 
were awarded as follows: 

Rockford, Ill., Camp Grant, 80 units; ta 
J. P. Cullin & Son, of Janesville, Wis., 
$311,414. 

Kingsbury-La Porte, Ind., 200 units; to 
James I. 3arnes Construction Co., of 
Logansport, Ind.; $684,000. 

Burlington, Ia., 375 units; to Loveping 
Construction Co., of St. Paul, Minn.; $1,- 
186,219, 

tolla, Mo., Fort Leonard Wood, 250 
units; to Swenson Construction Co., of 
Kansas City, Mo.; $1,367,000. 

Spokane, Wash., Sunset Airport, 160 
units; to Benjamin H. Sheldon, of Spokane, 
Wash.; $498,800. 

Corry, Pa., 100 units; to J. P. Snyder 
Construction Co. (Inc.), of Buffalo, N. Y.; 
$348,694. 

Pine Camp, N. Y., 200 units; to The De- 
line Construction Co. and George H. Hyde, 
Inc., both of Pine Camp, N. Y.; $674,000. 


War Department Construction Awards 


Defense contracts for construction were 
awarded by the War Department as follows: 


Fort Motor Co., Ypsilanti, Mich., new 
plant, for aircraft, $47,620,171. 


Sperry Gyroscope Co., North Hempstead, 
Long Island, N. Y., expansion, $20,281,000. 

Hughes Tool Co., Houston, Tex., re- 
habilitation, $3,725,001. 


Ee. I. DuPont de Nemours & Co., Wil- 


mington, Del., additional facilities at Mor- 
gantown, W. Va., $15,848,000. 

Two contractors: Poirier & McClane 
Corp. and John W. Harris & Associates 
(Ine.), both of New York City, construc- 
tion of Seneca Ordnance Depot at Ken- 
dala, N. Y., $6,658,454. 

Two contractors: Artley Co. and Espy 
Paving & Construction Co., both of Sa- 
vannah, Ga., establishment of Advanced 
Twin Engine Flying School at Valdosta, 
Ga., $4,820,500. 

L. E. Dixon Co., Los Angeles, Calif., ad- 
ditional facilities at Camp San_ Luis 
Obispo, Calif., $2,617,883. 

Two contractors: Dunn Construction 
Co., of Birmingham, and John S. Hodgson 
& Co., Montgomery, Ala., additional fa- 
cilities at Anniston Ordnance Depot, Talla- 
dega, Ala., $2,109,640. 

Doyle, Russell and Wise, of Richmond, 
Va., establishment of Quartermaster Corps 
School for 900 officers and men at Camp 
Robert E. Lee, Va., $2,557,348. 

Two contractors: Fruin-Colnon Con- 
struction Co. and Fruco Construction Co., 
both of St. Louis, Mo., equipment and ma- 
chinery for St. Louis Ordnance Plant, $25,- 
200,000. 

E. I. duPont de Nemours and Co., Wil- 
mington, Del., TNT, DNT, and Tetryl fa- 
cilities, Alabama Ordnance Works, Syla- 
cauga, Ala., $14,871,820 for construction. 

Sanderson & Porter, New York City, 
additional shell loading facilities at El- 
wood Ordnance Plant, Joliet, Ill., $5,774,- 
O75. 

Kelsey-Hayes Wheel Co., Plymouth, 
Mich., plant for production of machine 
guns, $5,800,000. 

Anaconda Wire & Cable Co., Marion, 
Ind., plant at or near Marion for manu- 
facture of assault wire, $353,723. 

Frazer-Brace Engineering Co.,_ Ine., 
New York City, additional facilities at 
Weldon Springs Ordnance Works, Weldon 
Springs, Mo., for TNT and DNT, $14,131,- 
060. 

Two contractors: H. K. Ferguson Co., 
Cleveland, O., and Oman Construction Co., 
Nashville, Tenn.; additional facilities at 
Wolf Creek Ordnance Plant and Milan 
Storage Depot, Milan, Tenn., $10,791,950. 

Four contractors: Russ Mitchell, Inc., 
T. B. Hubbard Construction Co., Knutson 
Construction Co., and Joseph F. Meyer, 
Jr., all of Houston, Tex.; construction of 
shipping terminal including dredging, 
dockage, magazines, miscellaneous other 
buildings, at San Jacinto Ordnance Depot, 
Houston, Tex., $7,566,517. 


W. E. Callahan Construction Co., Dallas, 
Tex., construction at Southwestern Prov- 
ing Ground, Hope, Ark., $7,056,933. 


E. B. Badger & Sons Co., Boston, Mass.; 
additional TNT and DNT capacity at Plum 
Brook Ordnance Plant, Ohio, $9,252,911. 


Brown & Root (Inc.), Houston, Tex.; 
ammunition storage depot at Texas ord- 
nance depot, Texarkana, Tex., $9,411,827. 


Hunkin-Conkey Construction Co., Cleve- 
land, O.; additional loading facilities at 
Ravenna (Ohio) Ordnance Plant, $4,405,407. 


Colt’s Patent Firearms Manufacturing 
Co., Hartford, Conn., plant for machine 
guns, $6,660,000. 


Two contractors: A. Guthrie & Co., and 
Al Johnson Construction Co., Minneapolis, 
Minn., additional facilities at Iowa Ord- 
nance Plant, Burlington, Ia., $5,344,996. 


Two contractors: Fruin-Colnon Con- 
struction Co., and Fruco Construction Co., 
both of St. Louis, expansion of facilities at 
Small Arms Ammunition Plant, St. Louis 
Ordnance Plant, Mo., $33,999,559. 
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Prices Must Follow Costs 
Upward, Says Credit Expert 


New York, July 21—In its Monthly Busi- 
ness Review, Henry H. Heimann, executive 
manager of the National Association of 
Credit Men, declares: “Rising prices will 
not be curbed by here-and-there steps, as 
past weeks have revealed. Nor will it be 
possible to avoid rising prices if the effort 
is centered on raw materials or finished 
goods. The influence of wage and tax fac- 
tors in costs must not be overlooked. And 
farm prices can not be given the green light 
by legislative fiat at the same time that in- 
dustrial prices are pegged. The recent price 
rises were not unexpected. While it is a 
worthy objective to try, through education 
and cooperation, to keep price rises limited, 
it is not safe to assume prices can be equally 
controlled by legislative act or administrative 
decree. Such control may be legally possible, 
but it inevitably will result in placing the 
burden unduly on one or more groups. The 
earnings of corporations do not permit a 
rigid price structure without consideration 
of rising cost factors, even though it were 
attempted through the exclusion of stock- 
holder returns, which have not been munifi- 
cent, by any means, in the past decade. 





Ask Centralized Purchasing 
to End Unorganized Buying 


Wasuincton, D. C., July 21.—The lum- 
ber and timber products industry has recom- 
mended to Defense officials the establishment 
of a central purchasing system for forest 
products, as an alternate to present scattered 
and unorganized procurement. Five repre- 
sentatives of the forest industries on July 11 
told Donald M. Nelson, director of Division 
of Purchases, OPM, that the Government is, 
to a large degree, competing with itself 
through diverse and unrelated buying agen- 
cies. The lumbermen said that a continuation 
of uncorrelated buying, in the face of an 
increasing demand for forest products as 
substitutes for “bottleneck” raw materials, 
will result in needless price advances. 

The lumbermen pointed out that at least 
twelve different Federal Agencies are buying 
forest products direct from manufacturers or 
wholesalers, and are daily competing with 
each other; that these are in addition to hun- 
dreds of contractors seeking such products 
for Defense housing, railway car building, 
ship and shipyard construction. They added 
that scattered buying, including the use of 
priorities and the exercise of emergency pow- 
ers, is threatening to throw the orderly sup- 
ply of lumber for Defense requirements into 
confusion, 

The forest products representatives, mem- 
bers of the Lumber and Timber Products 
Defense Committee established last year. 
suggested that Government buying be_cen- 
tered in three purchasing offices and that 
consideration be given to more extensive use 
of “stock pile” lumber purchases. The three 
central agencies suggested were: One to 
care for the lumber recuirements of th« 
Army and Treasury departments; one to 
provide centralized purchasing of car mate- 
rial needed by the railroads and car con- 
struction companies; and a third for Navy 
and Navy ship construction needs. 

It was also suggested that Defense Agen- 
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cies facilitate the flow of forest products 
by confining specifications to standard grades 
and sizes. Designers were urged to base 
their specifications on use of generally avail- 
able commercial species, and permit as many 
species as possible to be included. 

The industry also asked that a priority 
rating for the equipment and supplies needed 
in the production of lumber and _ timber 
products be established, and pointed out that 
a few pounds of “bottleneck” materials used 
in mill and logging equipment could be a 
means of production of forest products suf- 
ficient to replace tons of scarce raw mate- 
rials for both Defense and civilian use. 

The recommendations to Mr. Nelson were 
made by a committee composed of M. L. 
Fleishel, Shamrock, Fla., chairman; Walter 
J. Neils, Libby, Mont.; Corydon Wagner, 
Tacoma, Wash.; J. A. Currey, New York, 
and H. H. Steidle, Washington, D. C. 





To Discuss Plywood Prices 


ABERDEEN, WaASH., July 19.—Two Grays 
Harbor plywood manufacturers indicated 
yesterday that they would accept an invita- 
tion from Leon Henaerson, Federal price 
administrator, to meet in Washington, D. C., 
July 21 to discuss a price ceiling on fir ply- 


COMPLETES 


San Dieco, Catir., July 19—Mass con- 
struction methods, including prefabrication 
of building frameworks and the use of a 
160,000-foot per day mill set up on the job 
site, are being used to speed up building 
operations in a huge Defense housing project 
being undertaken on the outskirts of San 
Diego, under the sponsorship of the Federal 
Public Buildings Administration. The proj- 
ect is located on a 1000 acre tract on 
Kearney Mesa, 6% miles from the center of 
San Diego. Plans call for 3000 homes for 
Defense workers in the aircraft and other 





industries in the San Diego metropolitan 
area. The project will provide 1767 houses, 
including 1076 single family, 503 double, 
104 four-family and 84 six-family dwelling 
units. Construction is going forward under 
the direction of the McNeil Construction 
Co. and Zozz Construction Co. of Los An- 
geles, who were awarded the $9,070,000 con- 
tract on a_ cost-plus-fixed-fee basis. Pre- 
liminary surveys alone involved erection of 
some $150,000 worth of temporary buildings, 
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wood and peeler logs. The two men who 
expect to attend are E. W. Daniels, presi- 
dent Harbor Plywood Corp., and V. A. 
Nyman, Aberdeen Plywood Co. Grays Har- 
bor logging operators said they had not 
been invited. 


Will Continue Ships on the 


Intercoastal Service 


WasuincrTon, D. C., July 21.—Reasonable 
rates for transportation of lumber from the 
Pacific coast to the East were seen in as- 
surances from the United States Maritime 
Commission that a sufficient number of ves- 
sels are to be retained in intercoastal service 
for the continuation of important movements 
of commodities. The Commission, through 
its Division of Emergency Shipping, in- 
formed OPACS that unless developments 
of a much more serious character than are 
now expected prevent, enough ships will be 
kept in operation. Whenever it is necessary 
to withdraw tonnage from the intercoastal 
service, it was said, the withdrawals will be 
made so as to avoid throwing sudden and 
unreasonable loads on rail carriers. OPACS 
Price Administrator Henderson stressed the 
influence of this development on pricing. 





Acquires Additional Cedar 
Pole Interests 


SPOKANE, WasH., July 19.—The cedar 
pole interests of the Weyerhaeuser Pole Co. 
have been purchased by B. J. Carney & Co., 
of Spokane, it was jointly announced by 
C. L. Billings, president Weyerhaeuser 
company, and Milo P. Flannery, president 
B. J. Carney & Co. This deal includes a 
large pole yard and treating plant at 
Ahsahka, near Lewiston, Idaho, and also a 
long-time agreement with Potlatch Forests 
(Inc.) for purchase of cedar stumpage. 
The Weyerhaeuser Pole Co. virtually goes out 
of the business with this sale and a similar 
one in January to the Hitchcock-Schaeffer 
Cedar Pole Co., of the Bovill plant. B. J. 
Carney & Co. have for many years operated 
pole yards at Riverdale, near St. Maries, 
Oro Fino, Sandpoint, Clarkia and Thama, 
Idaho; Spokane, and a large distributing 
yard and treating plant at Minneapolis. Mr. 
Billings is also a leading pole manufacturer 
in Canada. He is president of the Oeser 
Cedar Co. and has a yard and treating plant 
at Bellingham, Wash. A. D. Decker, west- 
ern manager of Weyerhaeuser Pole Co., 
joins the Flannery organization. 


HOUSE EVERY 10 MINUTES! 


including a lumber mill, warehouse and office 
structure. 

All dwelling units are permanent, of 
frame construction on concrete foundations. 
Exterior walls are of stucco with shiplap 
siding in part above the window sills. The 
roofs are of the low pitched-hip type cov- 
ered with strip asphalt shingles. On the 
multiple dwellings, the entrances are shel- 
tered by an extension of the roof with tim- 
ber braces to the eave. 

The floors are laid directly on the founda- 
tion, with the walls and partition frames 


Left—Here are com- 
plete frames _pre- 
fabricated from lum- 
ber cut at mill seen 
in background, in 
big PBA project for 
3,000 homes for air- 
craft workers at San 
Diego, Calif. 


Right — Airplane 
photograph of the 
thousand-acre site of 
immense Defense 
housing project on 
the outskirts of San 
Diego, Calif., spon- 
sored by Public 
Buildings Adminis- 
tration 


pre-fabricated in panels which are assembled 
at the job site. The panels are fabricated 
on tables equipped with precision templates. 
The pre-cut lumber placed in the templates 
is securely nailed with braces dapped into 
the studs with a power dado, making a per- 
fectly true cut and resulting in a bracing 
which is regarded as superior to the con- 
ventional method of installation. Provision 
is made in the framing to accommodate 
plumbing and pipes. All mill cuts are made 
exactly to size and perfectly square. This 
system of pre-cutting on a precision basis, 
the contractors contend, enables all material 
to be used with practically no waste. The 
largest piece of discarded lumber is claimed 
to be approximately eight inches long. Com- 
plete material for a five room house is cut 
to size and leaves the lumber mill every ten 
minutes. Prefabrication of the material for 
a five-room dwelling unit is also accom- 
plished in the yards at the same speed. 
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What the Associations Are 
Planning and Doing 


Panel Discussion to Feature 
Western Pine Meeting 


PorTLAND, Ore., July 21.—A panel discus- 
sion on trade promotion will be a feature of 
the semi-annual meeting of the Western 
Pine Association, scheduled for August 13 
and 14 at Palace Hotel, San _ Francisco, 
Calif., it was announced here by S. V. Full- 
away, secretary-manager of the association. 

Committee meetings will be held on Aug. 
13 to be followed on the morning of Aug. 14 
by the directors’ session. The panel discus- 
sion, a highlight of the sessions, will be held 
during the afternoon. 

“The August meeting this year comes at 
a time when our industry is facing new 
problems, problems which can be success- 
fully solved only if the members of the 
industry understand them and assist in devel- 
oping the necessary lines of action,” Fulla- 
way informed members. He added that, “‘it 
is therefore particularly important that you 
make your plans now to be in San Fran- 
cisco August 13 and 14.” 





Long Island Salesmen Plan 
Annual Outing 


Mineo.a, Lone Istanp, N. Y., July 23.— 
The annual outing of Long Island Sales- 
men’s Association will take place on Aug. 
14 at Karatsoni’s, Glenwood Landing, Long 
Island. The softball game for possession of 
the Kruescher Cup will begin at 4:00 p.m., 
and it is intimated that the dealers will have 
to dig up some good talent as the salesmen 
believe their team will be hard to beat. 

Refreshments will be served starting at 
noon, and there will be a seven course din- 
ner starting at seven. There will be prizes 
for all events, and door prizes will also be 
awarded. The committee, with William F. 
Houston in charge, requests that reserva- 
tions be made as early as possible; tickets 
may be secured from any member of LISA, 
or by writing George Van Zandt, Ticket 
Committee, 36-19 Bowne Street, Flushing, 


be 3 





Lumbermen's Section Discusses 
Housing and Codes 


Toronto, Ont., July 22.—The Lumber- 
men’s Section of the Toronto Board of 
Trade held a meeting recently, with W. J. 
LeClair as chairman. The first subject dis- 
cussed was Wartime Housing Limited, and 
its work. Secretary F. D. Tolchard re- 
ported on co-operation between the lumber- 
men and Wartime Housing Limited. M. M. 
Walker, in charge of the Toronto office of 
the Canadian Lumbermen’s Association, re- 
ported several conferences with engineers of 
Wartime Housing Limited, for the discus- 
sion of grades, specifications, etc. 

Good progress has also been made at 
Toronto City Hall in connection with the 
interpretation of the building by-law. A 
number of suggestions made by the lumber- 
men at a previous meeting had already been 


adopted. In connection with revision of the 
Toronto Building By-law, notice had been 
received that the chapter on “Fire Resistive 
Qualities of Building Materials” was prac- 
tically completed and would be submitted to 
the Lumbermen’s Section for their approval. 

Chairman LeClair reported that the Na- 
tional Building Code, which had been in 
preparation for several years by the Na- 
tional Research Council at Ottawa, and a 
large number of expert committees, had now 
been completed and would soon be ready 
for publication. 





Wisconsin Secretary Appoints 
New Assistant 


Mitwavukeg, Wis., July 21—Don Mont- 
gomery, secretary of the Wisconsin Retail 
Lumbermens Association, has announced the 
appointment of Mrs. Marie Wilke as assis- 
tant secretary, succeeding the late Mrs. Lor- 
raine Springer, who passed away in May. 
Mrs. Springer had been associated with the 
lumberman’s association 21 years. 
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Meeting of Association Execu- 
tives to Discuss Priorities 


WasHINGTON, D. C., July 24.—A meeting 
of all trade association executives has been 
called by Edward R. Stettinius, OPM, for 
the discussion of priorities. The meeting 
will be called at 9:30 A.M. on Friday, Au- 
gust 1, at the Mayflower Hotel in Wash- 
ington, D. C. 

Purpose of the meeting, as stated in the 
letter to the association executives, was for 
a discussion of the system. 





Former Secretary to Head 
Service Bureau 


SACRAMENTO, CALIF., July 21.—Lumber- 
men’s Governmental Service Bureau, with 
offices in Sacramento and Whittier, has 
been opened by C. W. Pinkerton. Mr. Pink- 
erton has had many years of legislative ex- 
perience here where he _ represented the 
California Retail Lumbermen’s Association. 
Many lumbermen urged him to start a bu- 
reau to provide to the lumber and building 
material industry the services outlined: per- 
sonal representation at the State capitol 
throughout the year in matters pertaining to 
legislation and pending legislation and laws 
affecting clients’ business; appearing before 
State officers, boards, commissions or agen- 
cies in matters that do not require personal 


Future Points to Increasing Uses of Wood in 
Rapidly Expanding Fields 


An increasing use of wood in place of 
metals which are now needed for Defense 
was one of the noteworthy trends at the 
two furniture markets which were recently 
held at the Merchandise Mart and the Amer- 
ican Furniture Mart buildings in Chicago. 
Hardware which was in vogue for orna- 
mental and utilitarian purposes has been 
replaced by wood, 
and manufacturers 
who formerly made 
furniture which was 
a combination of 
wood and metal— 
such as dinette sets 
with wood tops and 





J. W. McCLURE, 
Chicago, I1l.; 
New Uses of Wood 





metal legs—are now 
designing a product 
made entirely of 
wood. 

It has been noted 
by John W. Mc- 
Clure, _ secretary- 
treasurer, National 
Hardwood Lumber Association, Chicago, 
that those manufacturers whose product was 
a combination of wood and metal will be 
in a position to continue the manufacture of 
furniture as they have the woodworking 
machinery, and the men skilled in the opera- 
tion of that machinery, but those manufac- 
turers whose product was all metal may be 
faced with the possibility of directing their 
activities into other channels. 





Mr. McClure also pointed out that various 


chemical and mechanical processes have 


placed wood in the position where it can be 
considered a raw material as is metal; it 
can be shaped, molded, pressed, finished with 
a hard surface, and it is subject to many 
other fabricating methods. Many markets, 
which have scarcely been scratched, are 
opened to the various types of treated and 
plasticized woods. 

One type of treatment, still in the labora- 
tory stage, has produced a board made—in 
this case—of maple sawdust, which can be 
produced at an extremely low cost, and 
this price includes paying a sufficient amount 
for the sawdust so that fuel can be purchased 
in its stead. By various treatments it is now 
possible to bend wood into intricate shapes 
by methods inexpensive enough to warrant 
their use on a commercial scale. 

The fact that wood can be considered 
as a material that is workable as are various 
metals, plus the fact that wood is a material 
that renews itself, argues in favor of the 
development of this type of market. The 
Hardwood Products Foundation, which is 
now in the blueprint stage, proposes to dv 
much needed research in this field. 


Typical of the ingenuity that can be exer- 


cised is the National Hardwood Lumber 
Association’s coming Yearbook, which will 
be bound between covers of 1/60” pecat 
wood veneer, plasticized by a special proces 
to provide extreme flexibility while retaining 
and enhancing the natural colors and beaut) 
of the wood. Use of the application of this 
or similar, ideas would create a market fo! 
wood that would not be of insignificant 
proportions. 
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ippearance or service of attorney ; represent- 
ing clients on pending legislation or govern- 
inental activities; personal letters of inter- 
‘retation of legislation; notice of the 
itroduction of bills affecting clients’ inter- 
ests; printed copy on request, of special bills, 
ligest of bills affecting the lumber and build- 
ng material industry, and amendments 
thereto; legislative services, and encouraging 
legislation of interest to the industry. 





Hardwood Association Projects 
"Quiz" Program 


The idea of a Quiz program on_hard- 
yvoods has been suggested for the Atlanta 
convention of National Hardwood Lumber 
\ssociation, Sept. 18-19. It will offer an 
opportunity for an enjoyable, interesting, 
informative and thought-stimulating period 
of thirty to forty-five minutes during one 
of the business sessions of the convention. 
Every NHLA member may assist in the 
preparation and development of the plan. 

Questions for the Quiz Contest may be 
submitted by members and mailed into 
NHLA office at any time prior to September 
1. Each question is to be accompanied by 
the correct answer together with the name, 
firm name and address of the sender. The 
questions must have some relation to hard- 
woods but need not be confined to “shop”. 
road fields of general interest and infor- 
mation will be open to the questioners, for 
example, botany, science, art, literature, 
architecture, legend, mythology and history ; 
hut more practical subjects will also be con- 
sidered such as grading rules, colors, tex- 
tures, properties and utilization of hardwoods, 
etc. 

More complete details of the projected 
program are in the current issue of the as- 
sociation bulletin. 





Minneapolis Lumbermen to Hold 
Stag Picnic 


MINNEAPOLIS, MINN., July 23.—On Au- 
cust 6 Minneapolis lumbermen will have a 
picnic at the Minneapolis Automobile Club 
and the Minnesota Valley Golf Club. Golf, 
horse shoes, a dog retrieving exhibition, two 
hall games, volley ball and many other 
events are on the schedule of entertainment. 
Picnic tickets, which include all sports but 
eolf, are $1.50, and this includes refresh- 
ments. Golf tickets are $1.00. 





Ontario Dealers' President 
Speaks at Meeting 


Toronto, Ont., July 22.—The Eastern 
Ontario Retail Lumber Dealers’ Association 
held a well attended meeting at Brockville, 
Ont., recently, with Ian MacLachlan, 
Kingston, in the chair. C. R. Roushorne, 
\Vindsor, president of the Ontario Retail 
lumber Dealers’ Association, travelled 460 
miles to attend the meeting, and was given 
a great welcome. The meeting was held in 
the solarium of the Manitona Hotel, over- 
looking the St. Lawrence River. 

C. R. Roushorne, gave an address on the 
work of his association, and he explained 
fully the basis upon which the control of the 
price of timber had been entrusted to lum- 
hermen across Canada by the Timber Con- 
troller. He complimented the ORLDA 
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upon the fact that the special committee in 
connection with price control for retail lum- 
ber and millwork in Ontario had been ap- 
pointed by the controller entirely from 
among members of the association. 





Lumber Salesmen of New York 
Hold Outing 


New York, N. Y., July 22.—On Thurs- 
day, July 17, the Lumber Salesmen’s Asso- 
ciation of New York held its first summer 
outing at the Crescent Club in Huntington, 
L. I. In addition to a golf tournament, the 
committee arranged a very interesting pro- 
gram of sports. In the evening almost 50 
members sat down to a very fine chicken 
dinner at which time prizes were awarded 
to the winners of the various sports events. 





Mahogany Association Reports 
on Furniture Market 


The statements of Mr. Stone and Dr. 
Bogardus of OPACS during the opening 
week of the Furniture Market caused some- 
thing of a mild sensation among furniture 
manufacturers, it is stated by Mahogany 
Association (Inc.), Chicago. These remarks 
were in effect that the furniture industry 
should plan at once to forego the use of 


“all mahogany as it would be required for 


defense needs. As a matter of fact, this 
interpretation of their remarks was not what 
it is thought they intended, and it certainly 
is not in accord with the true facts in the 
case, according to the association. 

While some mahogany has been used for 
Defense, the upshot is that the more ma- 
hogany that is required for Defense pur- 
poses, the greater the amount that can be 
imported and the greater the amount that 
will be available for furniture needs. A 
healthy demand for mahogany for Defense 
items is desirable, as it should insure that 
the industry will continue to have ocean 
shipping space available. 

According to the association, mahogany 
lumber and veneers are now available and 
will be increasingly so during the summer 
months. New logs in substantial quantities 
are coming in and the mills have ships char- 
tered to cover the logs contracted in the 
tropics. 





Coming Conventions 


Aug. 1—Northern Hemlock and Hardwood 
Manufacturers’ Association, King’s Gate- 
way Hotel, Land o’ Lakes, Wis. 
Quarterly. 


Aug. 14—Western Pine Association, Palace 
Hotel, San Francisco, Calif. Semi-annual. 


Sept. 18-19—National Hardwood Lumber 
Association, Atlanta-Biltmore Hotel, At- 
lanta, Ga. Annual. 


Oct. 8-9-10—International Concatenated 
Order of Hoo-Hoo, Arlington Hotel, Hot 
Springs National Park, Hot Springs, 
Ark. Fiftieth Anniversary. 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
July 12 totaled 1,616,658 cars, showing a 
decrease of 177,564 cars below the number 
for the two weeks ended June 28. Forest 
products loadings of 81,539 cars show a de- 
crease of 8,420 cars below the number for 
the two weeks ended June 28. 








43 











OFFERS 


Ponderosa Pine 
CUT SASH & DOOR 


Stock 


AND SHOP LUMBER 
A.D., ROUGH OR $25 


PINE MOULDINGS 


e 
SPRUCE SHOP & CLEARS 
. 


At Anacortes, Washington we offer | mil- 
lion feet 4/4 with some 5/4 rough Spruce 
Box Lumber. 


A. D. for immediate shipment. 
* 


We specialize in Ladder Stock, rough. $25, 
or run to pattern in Fir, Hemlock and 
Spruce. 

es 


We are specialists in INDUSTRIAL STOCK. 


Sitka Spruce Ponderosa Pine 


West Coast Hemlock Sugar Pine 
Douglas Fir Mouldings 
Port Orford Cedar Cut Stock 


WRITE OR WIRE 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 











BEAUTY-SEAL PLATINGS 








Ss = 


PLAIN STEEL POLISHED COPPER PLATED 
—_ PLATED NICKEL PLATED ose ae 


AND BUFFED OVER COPPER PLATING 








STAGES OF PLATING 





Heavy under-platings seal pores of 
metal to prevent rust and tarnish, and 
assure a brilliant chromium finish of 
lasting beauty. Another example of 
the extra care that typifies Amerock 





quality. 








ASK YOUR 
JOBBER 


Copyright 1941 
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ELCOME 


There’s real friendly hos- 





pitality awaiting you at 
Pittsburgh's newest hotel 


THE 


SBURGHE 


400 rooms, all with radio 
at no extra cost, outside 
view, and bath. 


* *& Rates * * The HOTEL 
SINGLES DOUBLES BYAMe) ics 
$3 TO $4 $4.50 TO $6 





A KNOTT HOTEL 
Joseph F. Duddy, Manager 
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Newsy Notes of Persons and Places 











L. G. Bocker, field representative of the 
Red Cedar Shingle Bureau, of Seattle, 
Wash., was a Boston, Mass., visitor July 16. 


Blue Star Lumber Co. has moved its re- 
tail yard from 9430 Long Beach Blvd., South 
Gate, Calif., to 3204 Tweedy Blvd. in Lyn- 
wood, 


The Pasadena, Calif., Rotary Club has 
elected Lathrop K. Leishman of the Crown 
City Lumber & Mill Co. as president for 
the present term. 


The Atlantic Lumber Co. is constructing 
a large lumber warehouse at its yard in 
Buffalo, N. Y. It is 50 by 120 feet in size 
and will have a capacity of about 400,000 
feet. 


Two representatives of the R. T. Jones 
Lumber Co. were recently visitors at the 
company’s Buffalo, N. Y., office; they were 
H. D. Howden, Philadelphia, and I. A. 
White, Syracuse. 


Adelbert I. Reckhow, A. G. Hauenstein 
Lumber Co., Buffalo, N. Y., and his wife 
have returned from New York, after ac- 
companying their daughter to that city. The 
latter sailed for a two months’ trip to South 
America. 


Albert O. Petzold, forester formerly with 
the Boise Payette Lumber Co. of Boise, 
Idaho, has joined the staff of the United 
States soil conservation service at Monte- 
sano, Wash. He will specialize in farm for- 
estry. 


C. C. and C. W. Bohnhoff of the Bohnhoff 
Lumber Co., Los Angeles, have completed a 
business and pleasure trip to Northern Cali- 
fornia and Oregon. Calls at various mills 
and a visit of several days at Lake Tahoe 
were made. 


G. N. Hutton of the Hutton & Bourbon- 
nais Co. (Inc.), Hickory, N. C., and long an 
active figure in the Appalachian lumber in- 
dustry, was a recent visitor to Chicago 
where he attended the furniture market and 
showing of new styles. 


Russell FE. Earley, St. Paul & Tacoma 
Lumber Co., has been appointed by the Ta- 
coma, Wash., city council, as a member of 
a committee of prominent Tacoma citizens 
to study housing needs in the Tacoma dis- 
trict. He will represent Defense industries 
on the committee. 


A controlling interest in the Richardson 
3oat Co., North Tonawanda, N. Y., manu- 
facturer of pleasure craft, has been bought 
by Sidney S. Walcott and Leon E. Travis, 
investment security dealers of Buffalo. The 
company recently received a contract for 
building mine-laying yawls for the govern- 
ment. 


A. L. Foster, Jr., general manager of 
the George C. Brown & Co. of N. C. (Inc.), 
Greensboro, N. C., was an interested visitor 
at the furniture market and show held re- 


cently in Chicago. On his way to Chicago 
from Greensboro, Mr. Foster contacted a 
number of customers in Kentucky and other 
points. 


P. E. Nichols of Nichols Lumber Co., 
Pine Bluff, Ark., has moved his office from 
the National Building to Blackton, Ark., 
where he has just completed a new sawmill. 
Nichols, a hardwood lumberman for the past 


20 years, will continue to make his home in 
Pine Bluff. 


Robert M. Young, son of Mr. and Mrs. 
D. J. Young of Tacoma, Wash., has been 
accepted for training as a naval reserve mid- 
shipman; his father is a prominent Pacific 
Northwest lumberman. Following four 
months of training, he will be eligible to 
become an ensign in the United States Naval 
Reserve. 


Huntington Taylor, formerly of Coeur 
d’Alene, Ida., and more recently in the lum- 
ber business at Klamath Falls, Ore., has 
been visiting his old friends in the North- 
west recently, spending much of his time in 
Lewiston and Coeur d’Alene, Idaho. He has 
just joined the Germain Lumber Co. of 
Pittsburgh as western representative. With 
C. D. McCoy of that company he left yes- 
terday for his home at Klamath Falls. 


Deane G. Carter, head of the Agricultural 
Engineering Department at the University 
of Arkansas, Fayetteville, Ark., resigned 
after 19 years on the university faculty to 
accept a position at another state university. 
Widely known for his work in rural hous- 
ing, Prof. Carter was co-author with W. A. 
Foster of the University of Illinois of a 
book on farm building. A new edition is 
being published this year. 


Lee G. Vocker and R. C. Peach, trained 
and experienced in architecture and construc- 
tion, have been appointed to the staff of 
traveling field representatives of the Red 
Cedar Shingle Bureau. Vocker’s work will 
center mainly in New York State and New 
England, and Peach will carry out his red 
cedar shingle education and promotion in 
the northern middle West. It is expected 
that with their architectural backgrounds 
they will be of very tangible service to lum- 
bermen as regards shingle applications ad 
specifications. 


Californians on the vacation circuit: Herb 
Klass, Pacific Lumber Co., San Francisco, 
to Richardson Springs, Calif.; Roy E. Hills, 
Wendling-Nathan Co., San Francisco, at 
Yosemite National Park; Cecil A. Smith, 
Redding Lumber Co., Redding, Calif., to 
Colorado and Nebraska; K. E. MacBeath, 
Strable Hardwood Co., Oakland, to Califor- 
nia High Sierra; Lu Green, Gamerston 
Green, Oakland, to Yosemite and Southern 
Calif.; Don F. White, White Brothers 
(Inc.), San Francisco, to Santa Cruz moun- 
tains, and G. F. Bonnington, Lamon-Bon- 
nington Co., San Francisco, to Pacific 
Northwest and British Columbia. 
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Lumberman-Senator Announces 
Plan to Retire 


PLAINFIELD, N. J., July 22—Senator 
Charles E. Loizeaux, prominent lumberman 
and oldest member of the New Jersey Sen- 
ate in point of service, announced July 11 he 
would not be a candidate for reelection. He 
said he was forced to relinquish thoughts of 
a fourth three-year term because of the phys- 
ical strain. 

Senator Loizeaux is president of the J. D. 
Loizeaux Lumber Co., of Plainfield, N. J., 
and also heads the Loizeaux Builders’ Sup- 
ply Co. (Inc.), of Elizabeth, N. J. Besides 
his activities in the lumber industry he has 
numerous other business interests. 





Willamette Valley Manufacturers 
Tour Through East 


Two prominent Willamette Valley lumber 
manufacturers, accompanied by their wives, 
left July 9 for an extended trip through the 
eastern part of the United States. The party 
consisted of Mr. and Mrs. Guy Haynes of 
Carlton, Ore., and Mr. and Mrs. Elmer 
Worth of McMinnville, Ore. The party 
entrained for Detroit where Mr. Haynes will 
pick up a new automobile, and accompanied 
by the Worths will drive east where Mr. 
Worth will attend the Elks convention in 
Philadelphia while Mr. and Mrs. Haynes 
visit Pittsburgh, New York and Washington, 
D. C. Mr. Haynes is half owner of the L, 
H & L Lumber Co. at Carlton and Mr. 
Worth is a partner in the Engle & Worth 
Lumber Co. at McMinnville. 
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Machinery Concern Announces 
Promotions 


SHREVEPORT, La., July 22. — Promotions 
within the ranks of the Cunningham Ma- 
chinery Corp., sawmill machinery manufac- 





CA RL BELL 
Vice president 


L. H. JOHNSTON 
Treasurer 


turers here, have been announced by G., F. 
Cunningham, president of that concern. 

Carl Bell, vice president, is now in charge 
of sales, advertising and purchases for the 
mill supply and sawmill manufacturing de- 
partments. He has been with the company 


for seven years. 


45 


L. H. Johnston, treasurer, is in charge of 
credits and collections and the bookkeeping 
departments. Mr. Johnston was formerly 
employed by the Zenoria Lumber Co., Zen- 
oria, La. 





Southwestern Forest Station 


Changes Address 


Tucson, Ariz., July 21—The Southwest- 
ern Forest and Range Experiment Station 
is moving to its new headquarters, acquired 
in 1940 by donation from the Carnegie In- 
stitution of Washington, and which have 
since been further improved from federal 
funds. They are located on Tumamoc Hill 
just west of the city limits of Tucson. 

Effective at once, communications should 
be addressed as follows: for mail: P. O. 
Box 951, Tucson, Ariz.; for telegrams: 
Tucson, Ariz.; for long distance calls: 
phone 3920; for express: P. O. Box 951, 
Tucson, Ariz. 





Visiting Fishermen Entertained by 
Canadian Lumberman 


Port ArtTHUuR, Onrt., July 21.—Don S. 
Montgomery, secretary of the Wisconsin 
Retail Lumbermen’s Association and F. E. 
Wellman, circulation manager of the AMER- 
ICAN LUMBERMAN stopped off here a week 
ago at the invitation of Martin MacDonald 
of the Thunder Bay Lumber Co., and were 
entertained at a luncheon given by Mr. Mac- 
Donald. Among the more than 30 Canadians 








Are you getting your share of the 
biggest building boom since ’29? You 
can get more than your share if you’ll 
do a little more to get the business. 
People all around you are in the build- 
ing mood. Give them the plans and 
turn it into a buying mood! 


Dierks’ amazingly popular house 
plan book, ‘‘Tested Small Homes,” 
will help you do that selling job. It 
contains 25 tested building designs, 
including 2-story houses, designed by 
William §. Loth, the same architect 
who designed the 1940 Plan Book. 
Women will ‘‘get” the new Bird’s-Eye- 





DEAL DIERKS JB 


Kay Dee Plans Big Profits For You; Offers Dierks’ 
1941 Plan Book For Only 13¢* That Sells House 
Jobs Right Out Of The Book! 


Perspective Floor Plans at a glance. 


How To Cash in Big, This Fall 

Get set now to get the business! 
Why not order 100 copies of ‘‘Tested 
Small Homes,” as hundreds of dealers 
are doing? They cost only $13.00— 
13¢* apiece. Then, put this selling book 
in the hands of all the folks who have 
bought building lots. Or, run some 
want ‘ads in the ‘‘ Houses for Sale” 
classification and offer the book to 
more prospects. It will pay you big 
profits to do so, and hundreds of 
dealers are doing so. Try it! See 
coupon below. 


FIRM 






O. K. Kay! c/o Dierks Lumber and Coal Co., Dept. AL-5 
Dierks Bldg., Kansas City, Missouri. 
Enclosed find 25¢ for sample copy of ‘“Tested Homes.” i 
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including Mr. McDonald who welcomed 
the fishermen, were W. C. Sinclair of the 
Port Arthur Bank of Nova Scotia; Archie 
McGillis a retired business man; C. E. 
King, secretary of the Port Arthur Cham- 
ber of Commerce; Arthur Pounsford, man- 
ager of the Provincial Paper Co.; John 
McLennan, a lumberman, and Oscar Styff, 
Norwegian counsel. In responding to these 
welcomes Montgomery and Wellman both 
told of the esteem that Martin MacDonald 
was held by the lumbermen of the United 
States. 





Lumber Firm Plans Exclusive 
Wholesale Operation 

WaATERVLIET, N. Y., July 21.—Jake Pulen- 
skey, who has been operating the Mill Supply 
Co. as a retail yard, and who has also been 
operating Eureka Millwork here, has discon- 
tinued the retail lumber business of the Mill 
Supply Co. He plans to devote his time to 
the operation of Eureka Millwork, special- 
izing in sash, doors, trim and building ma- 
terials of all kinds, wholesale only, and 
interests in other retail lumber yards is being 
disposed of. 

Mr. Pulenskey advises that the bulk of 
the merchandise will be bought directly from 
mills in the West and on the Pacific coast, 
and Eurkea Millwork will turn out special 
merchandise and do assembling in its mod- 
ern plant. This firm now has two salesmen 
covering the eastern part of New York 
State, Massachusetts and Vermont. 





Becomes Ad Agency Executive 


PirrsBuRGH, Pa., July 21.—Appointment 
of John M. Huggett as account executive of 
Ketchum, MacLeod and Grove, Inc., adver- 
tising agency here, has been announced by 
George Ketchum, president of the agency. 
Mr. Huggett came to Pittsburgh from New 
York, where he was advertising and sales 
promotion manager of Certain-teed Products 
Corp. 





Retail Yard Changes 


McCLean, Tex.—Leslie Jones is the new 
manager of the Western Lumber & Hard- 
ware Co. here, succeeding Roy Campbell 
who left to enter another business. 

Poteet, ‘Tex.—Glen Cowly, for several 
years bookkeeper of the local yard of the 
\lamo Lumber Co., has been promoted to 
the managership of that yard. Bill Marek, 
previous manager, has been transferred to 
the company’s yard at Seguin, Tex. 


CLARENDEN, TEX.—New manager of C. D. 
Shamburger Lumber Co. (Inc.), at Claren- 
den is Bill Weatherly. He has been on the 
company’s local operating staff for the past 
several years. 


SAN ANGELO, TEx.—George Reeves has 
been- appointed manager of Burley-Bacon 
Lumber Co. here. He succeeds Leonard 
Bacon, who was recently killed in an auto- 
mobile accident. 


MANILLA, Ia.—Jerry Jordan has been se- 
lected as manager of the Green Bay Lum- 
ber Co. at Manilla. Thomas B. Carey, 
previously at Manilla, has been made man- 
ager of the company’s yard at Denison, Ia. 
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Canadian Firm Closes Its Minne- 
apolis Office 


MINNEAPOLIS, MINN., July 21.—Because 
of changed war-time conditions affecting mill 
supply for the American market, the Great 
Lakes Lumber Co. (Ltd.), Fort William, 
Ont,. Canada is closing its office at 828 
Plymouth Bldg., 
here. S. L. Boyd, 
American sales rep- 
resentative for the 
firm plans to con- 
tinue activity in 
lumber marketing in 
the United States, 
but for the immedi- 





Ss. L. BOYD 
Minneapolis, Minn. 





ate future he ex- 
pects to take some 
time for vacation 
and rest. 

Mr. Boyd has had 
considerable experi- 
ence in the lumber 
business. During the years he was employed 
by several Idaho and Montana mills, he 
gained a knowledge of lumber manufacture 
and distribution. In 1927 he became the 
American sales representative of the B. C. 
Spruce Mills (Ltd.), Lumberton, B. C. and 
held that position until 1940 when that com- 
pany liquidated. He became affiliated with 
the Great Lakes concern at that time. 

The International Concatenated Order of 
Hoo-Hoo selected Mr. Boyd as its president 
in 1938, a position he still fills. He has 
also served two terms as president of the 
Twin Cities Hoo-Hoo Club. 





Mill Representative Moves 
to New Location 


,aLTIMORE, Mb., July 23.—George B. 
Jobson, who has been acting as representa- 
tive of various hardwood mills in the Balti- 
more territory for years, has moved his office 
from the ninth to the sixteenth floor of the 
Mercantile Trust Building, at Baltimore and 
Calvert streets, where he occupies larger 
quarters, handsomely furnished with all the 
modern appliances. Mr. Jobson came here 
originally to look after the interests of a 
Cleveland concern, and has made his head- 
quarters in the city ever since, though his 
business connections have undergone several 
changes. 





Lumbermen Spend Day Fishing 
and Golfing 


Toronto, Ont., July 22.—About 25 lum- 
bermen, mostly from Toronto, made a motor 
trip on July 18th to Jackson’s Point, Lake 
Simcoe, in pursuit of birdies and black bass. 
They had been invited by Ernie Pollock of 
the Lake Simcoe Lumber and Fuel Com- 
pany, Sutton, Ont., to have a game of golf 
at the Briars Golf and Country Club, or to 
try their hand at fishing on Lake Simcoe. 
The company divided itself about equally. 
Among the golfers, the first and second 
prizes were won by two brothers from Tor- 
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onto, George Reid, with a gross score of 74, 
and net of 66, and his brother John Reid, 
with a gross of 78 and net of 74. 

Among the fisherman, the chief winners 
were W. H. Thomson, Port Credit, who 
landed the largest small mouthed bass, and 
J. C. Irvin, Weston, who got one about one 
oz. lighter. 

In the evening, the visitors had dinner 
at the Briars Golf and Country Club, after 
which Clyde Reed and L. D. Barclay of 
Toronto, looked after the speech making 
and the presentation of prizes. 





Trial Dates Set for Mountain 
Anti-trust Case 


Denver, Coxo., July 21.—Arraignment of 
more than two-hundred individuals, firms 
and associations, indicted in April by a 
Federal grand jury for alleged violation of 
the Sherman Act, will be July 30, United 
States District Judge J. Foster Symes ruled 
this week, following denial of motions to 
dismiss the charges against those named in 
two indictments. The first trials, for those 
who may plead not guilty when arraigned, 
will be held during the last week in August, 
it was tentatively arranged. 

Judge Symes’ ruling was directed to de- 
fendants named in indictments against the 
Mountain States Lumber Dealers’ Associa- 
tion, individuals and firms, and against the 
W. C. Bell Services (Inc.), and its sub- 
scribers, followed closely a ruling last week 
in which motions concerning the National 
Retail Lumber Dealers’ Association and 
others were denied. 

The principal point emphasized by the 
Mountain States association and by the Bell 
Services clients was that the individuals and 
firms in large part could not have violated 
lederal laws, because their dealings were 
intrastate. Judge Symes’ written opinion 
stated: “It does not take much of a stretch 
of the imagination to say that any restraint 
or control imposed at the point of origin 
by wholesalers or manufacturers shipping a 
particular commodity in interstate commerce 
directly affects the price at which the com- 
modity is later sold by the retailer.” 

Motions before the court concerning the 
National association asserted that the dealers 
involved were simply following accepted 
business practices in working together to as- 
sure efficient delivery of the product to the 
public. Judge Symes’ opinion stated: “The 
scheme set out in this indictment can hardly 
be designated ‘fair and reasonable’ or ‘rea 
sonable’, as the courts. have -distinctly and 
repeatedly held especially when, as 
charged, the businessmen referred to seek 
by concert of action to force the manufac- 
turer and wholesaler by intimidation and 
coercion to distribute their product in 4a 
particular way against their will. 

All defendants must be present through- 
out the trials, the court said. When defens¢ 
attorneys declared this enforcement might 
compel some small dealers to plead nolv 
contendere because they could not leav 
business for so long a time, Judge Symes 
said he could not change established require- 
ments. 

A meeting of the directors of the Moun- 
tain States Lumber Dealers’ association wil! 
be held in Denver on July 28. 
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“NOW I HAVE A DOUBLE REASON FOR 

INSULATING MY HOUSES 

WITH JOHNS-MANVILLE 
SUPER-FELT” 


says Mr. F. R. Lein, Minneapolis builder 






NG JOB EASIER 


r-Felt makes - 
able and ; 
tomers 





“MAKES MY SELL! 


1 Johns-Manville ae 
my houses more comro . 
c 
easier fo sell, saves MY 


up to 30% on fuel bills 


“HELPS NATIONAL DEFENSE 


nment 
: tes Gover 
2 The United Sta mmends During the past year and a half, Mr. F. R. Lein, whose picture 
U of Mines) reco appears above, has built and sold 58 houses in his Diamond 
(Burea | ion os a National Lake development in Minneapolis. All are insulated with 
atio 
Home Insu 


J-M Ful-Thik Super-Felt. And in this rigorous climate, heating 
3 
Defense measure 2 wonder Mr. Lein’s houses sell so readily! 





SS 


costs average only about $65 to $75 per house per season. No 











ASK FOR THIS FREE CIRCULAR— 
‘Home Insulation, an Effective 
Conservationand National-Defense 
Measure” is the title of the U. S. 
Bureau of Mines Circular No. 7166 
shown above. It tells how adequate 
insulation saves fuel, helps national 
defense. Mail coupon for free reprint. 


HE U. S. Government circular shown at right 

makes this important statement that no builder or 
dealer can afford to overlook:—“*No insulation is expen- 
sive in first cost, but some are expensive later.” 


Avoid the disappointment that can result from apply- 
ing inadequate or inefficient insulation by standardizing 
on J-M Ful-Thik Super-Felt for every home you build. “as 
Factory-built to uniform thickness and density, it leaves — MAIL COUPON TODAY 








no voids or thin spots. J-M Super-Felt can’t burn, rot Johns-Manville, Dept. L 

or decay because it is an improved form of rock wool. 22 East 40th Street, New York, N. Y. 

It is so rugged, so easy to handle, that proper applica- Send me a FREE reprint of the U. S. 
tion is simple and rapid. And—an important item to Bureau of Mines’ Information Circular, 


“Home Insulation—An Effective Conser- 
vation and National-Defense Measure,” and 
a © * all the facts on J-M Super-Felt. 


prospects—Super-Felt costs no more than many less 
effective materials. 


The U. S. Government, Bureau of Mines, has printed a spe- 
cial circular on the subject of home insulation. It points out 
the vital part that fuel conservation through such insulation Address 
can play in our National Defense effort. It’s a booklet that will 
interest every prospect. We'll be glad to send you a reprint 
free, along with the facts on J-M Super-Felt every builder State 
should have. Just mail the coupon. 


Name 








City 
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“S| Johns-Manville BUILDING MATERIALS 
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NEWS FROM NATION’S CAPITAL 


PROHIBITS CHILD LABOR IN LOG- 
GING, SAWMILLING AND AT 
WOODWORKING MACHINE 


WasuHinoton, D. C., July 21—Under the 
Fair Labor Standard Act, the chief of the 
Children’s Bureau has issued two orders 
declaring certain occupations to be particu- 
larly hazardous for the employment of 
minors between 16 and 18 years of age. 
The effect is to raise the minimum age for 
employment to 18 years in the occupations 
they cover. The orders apply only to em- 
ployers who are engaged in production of 
goods which enter interstate commerce. 
They become effective Aug. 1, 1941. 

Order No. 4 declares that all occupations 
in logging and all occupations in the oper- 
ation of any sawmill, lath mill, shingle mill, 
or cooperage-stock mill are parcticularly 
hazardous for the employment of minors 
hetween 16 and 18 years of age, except 
work in: 

(1) Offices or in repair or maintenance 
shops. 

(2) The operation or maintenance of liv- 
ing quarters. 

(3) Timber cruising, surveying, or log- 
ging-engineering parties, provided that no 
work in the construction of roads or rail- 
roads is performed. 

(4) Forest protection, such as clearing 
fire trails or roads, piling and burning 
slash, maintaining fire-fighting equipment, 
constructing or maintaining telephone 
lines, or acting as fire lookout. 

(5) The feeding or care of animals used 
in logging. 

The order covers logging of pulpwood 
where pulpwood is logged in connection with 
the logging of timber for other uses, but 
does not cover pulpwood logging where 
pulpwood only is logged. The Children’s 
Bureau is planning a later study of the 
hazards of pulpwood logging, in conjunction 
with a study of the hazards of pulp and 
paper making. 

Order No. 5 declares that the following 
occupations involved in the operation of 
power-driven woodworking machines are 
particularly hazardous for minors between 
16 and 18 years of age: 

(1) The occupation of operating power- 
driven woodworking machines, including 
the feeding of material into such ma- 
chines, of helping the operator to feed 
material into such machines, or of having 
direct control or supervision over the 
operation of such machines. 

(2) The occupations of setting up, ad- 
justing, repairing, oiling, or cleaning 
power-driven woodworking machines. 

(3) The occupation of off-bearing from 
circular saws and from guillotine-action 
veneer clippers. 

The Act provides means whereby employ- 
ers may protect themselves against unin- 
tentionally employing minors under 16 years 
of age or under 18 years in occupations 
declared hazardous, by keeping on file for 
each minor employee a certificate of age, 
issued in accordance with regulations of the 
chiéf-of the Children’s Bureau. 





SET HEARING ON MINIMUM WAGE 

Wasuincton, D. C., July 21.—A_ public 
hearing on a proposed 35-cent minimum 
wage for the lumber and timber products 
industry will be held in Washington Aug. 5, 
General Philip B. Fleming, administrator of 
the Wage and Hour Division, has an- 


nounced. The hearing will be held in Con- 
ference Rooms A and B, International Au- 
ditorium, Constitution Avenue, between 12th 
and 14th Streets, before Henry T. Hunt, 
principal hearings examiner of the Division. 
Persons interested in presenting evidence 
should file with the Administrator before 
Aug. 1 a notice of intention to appear. 





OUTLINES PROCEDURE FOR 
LEND-LEASE PURCHASING 


Wasuineton, D. C., July 21.—Up to the 
present time there has not been any purchas- 
ing of lumber under the Lend-Lease Act, 
says Phillips A. Hayward of the Bureau 
of Foreign & Domestic Commerce. This 
is probably due to the fact that under pre- 
vious arrangements orders were _ placed 
through the British Timber Controller with 
American exporters, he continues, and the 
existing contracts have not been completed 
and are still being handled under the pur- 
chasing procedure set up at the beginning 
of the war period to date. 

Clifton E. Mack, director of procure- 
ment, Treasury Department, Washington, 
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transfer of title will be paramount to final 
acceptance by the British. 

The British Government, through the 
Timber Controller, states that in addition 
to the customary lumber and timber prod- 
ucts considered as essential for war pur- 
poses, purchasing under Lend-Lease would 
include the following: Sitka spruce, airplane 
plywood and veneers, pitch pine, Port Or- 
ford cedar, tough ash, oak, hickory, cooper- 
age, and some yellow poplar and cypress. 
The Timber Control Department will be the 
sole importer of lumber and timber prod- 
ucts without exception. This procedure will 
not in any instance alter purchasing under 
Lend-Lease as outlined above. 

American firms interested in receiving 
Invitations to Bid should make request in 
writing to the Procurement Division. 





CAR BUILDING AWAITS STEEL 

Wasuincton, D. C., July 21.—Inability 
of railroad car manufacturers and railroads 
to obtain delivery of steel under their Gov- 
ernment priorities is delaying the delivery 
of freight cars ordered months ago, officials 
of the American Railway Car Institute re- 
ported to the directors of the Association of 
American Railroads meeting in Washington, 
July 18. A canvass of officials of railroads 





Company Tests Effectiveness of Fibre Board Preservatives 


td B 


The accompanying photo shows a plot of 
termite infested soil in Florida where A. D. 
Chapman & Co., Chicago, Ill. distributors of 
“Permatox” and “Dowicide” lines of chem- 
icals are testing the effectiveness of “Per- 
matox” preservative on fibre plyboards. 

It is said that when fibre boards are 
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ED 
thoroughly and uniformly treated with 
“Permatox” at the time of their manufacture 
their resistance to decay and infestation is 
greatly increased. The Chapman company 
states that its tests have substantiated this 
claim. The product is suited to use on hard 
boards and insulating felts as well. 





D. C., is in charge of Lend-Lease purchas- 
ing. Requisitions from the British will be 
received through the Lease-Lend Adminis- 
tration, and handled in the same manner as 
domestic purchases for the U. S. Govern- 
ment. Awards will be made to successful 
bidders complying with conditions, U. S. 
specifications, grades or standards, certifi- 
cates of inspection, grade marking, etc. as 
specified in the Invitation to Bid, or with 
requirement specifications of the British 
Purchasing Commission, as indicated in the 
Invitation to Bid. Acceptance of purchases 
for the British at the point of export and 


and car manufacturing companies showed 
that the entire car building capacity of the 
country for nearly twelve months to come 
will be taken up by orders already placed. 
Additional orders which will be placed, it 
is anticipated, will take up the car-building 
capacity for the remainder of 1942. Trans- 
portation requirements for 1941, it was re- 
ported, will be met by equipment now on 
hand or to be delivered this year. Railroads 
have reduced the number of bad order cars 
to the lowest figure ever recorded, although 
some difficulty was reported in securing re- 
pair parts and materials. 
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POLE STANDARDS REVISED 

WasuincTon, D.C., July 21—Six tentative 
standards covering specifications for wood 
poles have just been formally adopted as 
American Standards. These standards, of 
especial interest to the builders and operat- 
ors of overhead electric, power and communi- 
cation lines, were prepared under the spon- 
sorship of the American Standards Associa- 
tion telephone group. They represent a con- 
sistent system of standards for the six major 
pole timbers of the United States—northern 
white cedar, western red cedar, chestnut, 
southern pine, lodgepole pine and Douglas 
fir. The wood pole standards have been in 
use for several years as tentative standards. 
They are so drawn as to give the maximum 
economy of the entire usable cut. Included 
are material requirements for shape and 
straightness of grain, limit defects such as 
knots, checks, insect damage and decay, and 
the minimum quality of acceptable poles is 
defined. The standard dimensions for each 
type of pole were based on recommended 
fiber stresses contained in the American 
Standard for Ultimate Fiber Stresses of 
Wood Poles, and have all been prepared ac- 
cording to the same principles for all types 
of poles. The sizes at 6 feet from the butt 
in all six standards have been so fixed with 
respect to ground-line resisting moments, 
that, for any given class and length of pole, 
all six species are equal in strength. Copies 
of the new edition of these standards, one 
for each of the species named, may be or- 
dered from the American Standards Associ- 
ation at 20 cents a copy. 





WILL SURVEY 200,000 ORGANIZA- 

TIONS FOR COOPERATION IN 

CIVILIAN DEFENSE 

Wasuincton, D. C., July 21—More than 
200,000 national, State and local civilian or- 
ganizations, with memberships of 50,000,000 
individuals, will be surveyed and catalogued 
hy the WPA for the parts they can play in 
home Defense, Howard O. Hunter, Commis- 
sioner of Work Projects, has announced. 
The project will provide basic information 
for programs of the Office of Civilian De- 
‘nse, under the direction of Fiorello H. La 
Guardia and other agencies. It will be con- 
ducted during the next 60 days by the WPA 
Historical Records Survey under the gen- 
eral supervision of Mrs. Florence Kerr, as- 
sistant WPA commissioner in charge of 
community service projects and assistant to 
Mr. LaGuardia in the OCD. When the 
OCD is about to inaugurate a_ particular 
activity—from consumer protection to air 
raid warden services—punch card records of 
suitable organizations can be assembled au- 
tomatically for any or all States. Similar 
lists will be retained in each State. 








GOVERNMENT CALLS FOR 
SPECIALISTS 


WasHinctTon, D. C., July 21.—Individuals 
who know industrial methods and processes 
from first-hand experience are needed to 
contribute their part toward the integration 
of the expanding Defense program. The 
Civil Service Commission has just announced 
an examination for Industrial Specialist po- 
sitions paying from $2,600 to $5,600 a year. 
The examination (Announcement No. 102) 
Is open for one month only. Applications 
will not be accepted at the Commission’s 
Washington office after Aug. 7. To qualify 
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for these positions, experience is required 
that has given the applicant a thorough 
knowledge of production methods and 
processes. For each of the positions, appli- 
cants must have had some experience in one 
of various industries listed, among which is 
forest products. An oral examination may 
be given, but no written test. Application 
forms may be obtained at any first- or sec- 
ond-class post office or from the Civil Serv- 
ice Commission in Washington. 


CONSTRUCTION UNIT ORGANIZED 
FOR INDUSTRY CONTACT 

Wasuincton, D. C., July 23—A_ con- 
struction unit is now being set up in the re- 
organized Bureau of Foreign & Domestic 
Commerce of the Department of Commerce, 
and is expected to issue information which 
will be of interest to the lumber industry. 
The new unit, creation of which has just 
been announced by Director Carroll L. Wil- 
son, of the Bureau, will be headed by S. 
Morris Livingston, of Weston, Mass., an 
economist. Technical assistant will be Jo- 
seph H. Ehlers, of Hartford, Conn. This 
unit will issue information on current condi- 
tions in the construction industry, and will 
be in addition to the work of the lumber sec- 
tion of the durable materials unit of the Bu- 
reau. The primary theory behind establish- 
ment of the construction unit, as in the case 
of the lumber section, is to provide close 
liaison between the Government and all sec- 
tions of the industry. 








Film Showing Lumber Manu- 
facture Will Be Available 
for Dealer Use 


A new sound-motion picture entitled “Over 
Pine Mountain Trails” has been completed 
for the Dierks Lumber & Coal Co., Dierks 
Bldg., Kansas City, Mo. The Dierks con- 


cern expects to make the picture available to 
retail lumber dealers for use at gatherings. 
The complete story of the processes of 





lumber manufacture is pictured. Exciting 
scenes of tractors taking logs out of the 
woods, of bulldozers clearing ground for log- 
ging roads, of a forest fire and of mighty 
saws ripping great logs are included. 

Specially written theme music is used 
throughout the production. 

A preview was shown to officials and 
friends and to employees of the Kansas City 
office. The 16 mm. film is 1080 feet in length 
and requires about 30 minutes for showing. 
Lumber dealers who borrow the film must 
supply their own projection equipment. 
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LONG LEAF > 
Asi mat 


The Stock That 
Stands Up and 





This lumber gets its 
quality from the fine 
timber that yields it. 
Wier manufacturing 
methods make it even 
better. 


can recommend Wier 
Long Leaf Yellow Pine for ALL 
structural uses. 


Aristocrat of Structural Woods 
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LUMBER CO. 
HOUSTON, TEXAS. 
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MONTGOMERY, ALABAMA 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
h2lf by Six Poplar Bevel Siding, Mouldings 


MANUFACTURERS 
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NDUSTRIA 


LUMBER CO., Inc. 






ELIZABETH, LOUISIANA 


Timbers, chemically treated to 


Eased Edge Dimension 


prevent stain. 





Complete line of kiln dried 





Yard and Shed Stock 
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Home Demand Increases as “Over- 
hang” for Sale Declines 


FHA to Enforce Size and 
Moisture Standards 


Rocnuester, N. Y., July 21.—‘Recent re- 
ports indicate that some dealers have pur- 
chased, and others are contemplating the 
purchase of green rail standard dimension 
lumber to be shipped by rail,” says Paul 
S. Collier, secretary-manager Northeastern 
Lumbermen’s Association, in a bulletin to 
members. This is a matter of concern to 
the Federal Housing Administration, which 
has in effect certain minimum construction 
requirements which embody certain net sizes 
and moisture content. The position of the 
Federal Housing Administration in this mat- 
ter is set forth in a letter from Howard 
Vermilya, director, technical division of the 
FHA who writes as follows: 

‘Ti response to your request, our Mini- 
mum Construction Requirements require that 
all framing and board lumber shall comply 
with American Lumber Standards. Lumber 
cut green to American Lumber Standards 
will not be acceptable. It is our intention 
to enforce these requirements.’ ” 

The New Jersey Lumbermens Association 
in a recent bulletin says: “The Federal 
Housing Administration has just advised us 
that it will be their purpose to put calipers 
on the dimension in the new jobs; and, 
where they find that it is thinner than the 
\merican Lumber Standards specifications, 
they will immediately turn down the job 
and let it stand. If a house is turned down, 
it would be necessary to tear down the en- 
tire structure. As you doubtless realize, 
green rail standard dimension could dry out, 
either in transit or in your yard, to 1%-inch 
or less; and that is what the FHA has in 
mind.” 





Reports Show Residential 
Building Boom; 57 Percent 
of Cities Still Need Houses 


The following report and forecast con- 
cerning the building industry and new dwell- 
ings was a part of a recent Cleveland 
Trust Company Business Bulletin and is 
based upon the surveys made by that con- 
cern. The accompanying graph is also 
from this Bulletin. 

“The building industry is ina boom. Resi- 
dential construction, which is subject to 
long-term cycles, has been moving forward 
for seven years. The current level is the 
highest since 1928, and still greater activity 
in the coming months is probable. The Bu- 
reau of Labor Statistics compiles data 
covering all new dwelling units except those 
on farms. These figures are classified to 
show the number of families provided for 
in new one-family homes, in two-family 
houses, and in multi-family dwellings, or 
apartments. 

“The diagram shows the number of fam- 
ilies provided for by new construction in 
each year since 1919. The section of the 
diagram covering the first half of 1941 is 
made from data that are partly estimated, 


and these data are adjusted to show the an- 
nual rate of residential building in the first 
six months of this year. The heavy area 
at the bottom shows the number of single 
houses that were built. The lighter cross- 
hatching represents the family units added 
by new two-family houses, and the top area 
shows the total number of units in newly 
constructed residential buildings that house 
more than two families. 

“One noteworthy feature of the diagram is 
that it clearly indicates that an unusually 
large proportion of new residential build- 
ing in this current period is in single houses. 
Large numbers of new homes in the $2500 
to $4000 price class are being erected for the 
first time since before the first World War. 
These homes are being built in volume in 
nearly all sections of the country except in 
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the large cities where land values, and often 
labor costs, are comparatively high. A great 
majority of new single homes are costing 
with land less than $5000. There is reason 
to believe that recent improvements in de- 
sign and materials and methods of construc- 
tion have provided sounder values than ever 
before in the field of low and moderate-cost 
homes. 

“Large sums of Government money are 
being expended for building homes for sale 
or rent to workers engaged in Defense work. 
This is especially true where temporary 
houses must be provided. However, a very 
large part of the financing of all residential 
building is provided by private lending in- 
stitutions such as commercial and savings 
banks, building and loan companies, and in- 
surance companies. The terms available for 
financing the purchase of homes are very 
favorable, and this condition has been a spur 
to small home ownership.” 

The recently issued results of the National 
Association of Real Estate Boards’ semi- 
annual survey of the real estate market in 


211 American cities shows that despite a 
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loss of population by nonarmament areas to 
districts where war-time products are being 
manufactured, only two percent of all Amer- 
ican cities now have an oversupply of houses, 
whereas 57 percent have an undersupply of 
single family dwellings. 

Of apartments there is a surplus in only 
15 percent of American cities; 37 percent 
already have an undersupply, and 48 percent 
report a balance between supply and demand. 
Rent increases throughout the country ordi- 
narily not more then 10 percent, the survey 
said, are still insufficient to justify residential 
building for investment purposes in 62 per- 
cent of all cities reporting, and in 59 percent 
of armament area cities. 





B&L Spends More on 
Publicity 


Wasuincton, D. C., July 26—Savings 
and loan associations have increased their 
expenditures for advertising and other busi- 
ness promotion by 18 percent during the 
past three years, according to an article to 
be published in the August issue of the Fed- 
eral Home Loan Bank Review. The esti- 
mate is based on reports from 468 member 
thrift and home-financing institutions of the 
Federal Home Loan Bank System for the 
years 1938-1939-1940, which in assets rep- 
resent almost one-fourth of the System's 
membership. “Although the amount of 
money spent by these associations for pro- 
motional purposes has shown a steady in- 
crease during the past three years, this gain 
has barely been in proportion to the added 
operating income resulting from larger asset 
holdings,” the Review will say. 

“After taking into consideration the im- 
proved economic conditions prevailing dur- 
ing 1940, there is reason to assume that 
the results of business promotion efforts are 
cumulative and furthermore that there may 
be an indefinite time lag between a_ sub- 
stantial expansion of business promotion 
activity and its reflection in the growth of 
an association. A study of the number of 
those associations using each form of adver- 
tising indicates that, on the whole, savings 
and loan associations are tending to employ 
a greater number of media as they expand 
their advertising programs.” 





Homesite Purchases More 
Than One-Fourth Ahead 
of Construction 


WasuinctTon, D. C., July 21—Purchase 
of homesites since Jan. 1 of this year has 
been going on at the rate of something like 
3.63 lots per 1,000 population, or about 14/% 
lots per 1,000 families. It is running almost 
27 percent ahead of dwelling construction, 
according to estimates for 211 cities reported 
to the National Association of Real Estate 
Boards in its 37th semi-annual survey of the 
real estate market. Residential building in 
the identical cities, as estimated by local real 
estate boards in their confidential reports, 
has averaged about 2.86 dwellings per 1,000 
population, or over 11 per 1,000 families. 
The subdivision market is more active than 
it was a year ago in 61 percent of the cities 
of the country, the survey finds. It is on a 
level with last year’s activity in 29 percent 
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of the cities, less active in only 10 percent 
of the cities. Old subdivisions are being 
revived. Many of the new subdivisions now 
being developed are small in area. In the 
very largest cities of the country as a group, 
lot sales lag behind dwelling construction 
rate, and dwelling construction rate runs 
under the national average. Cities of over 
500,000 population report only not quite one 
dwelling built per 1,000 population and only 
one lot purchased per 4,000 population, an 
average of little more than one-fourth of a 
lot per dwelling. 





Overhang of Institutionally- 
Owned Residences Down 
21.6 Percent 


WasHINGTON, D. C., July 26—A decline 
of more than a half billion dollars in the 
volume of institutionally-owned residential 
real estate “overhanging” the real estate 
market was effected during 1940—one of 
the most encouraging developments of re- 
cent years—it was announced today by Fed- 
eral Home Loan Bank Board economists. 
On a percentage basis, the 1940 reduction 
was 21.6 percent, whereas the 1939 decline 
was only 12.4 percent. As a result, the total 
residential holdings of banks, life insurance 
companies, savings and loan associations and 
the Home Owners’ Loan Corporation were 
reduced to $1,880,000,000 and “it now ap- 
pears that the overhang problem is no longer 
serious except in a few scattered areas... 


Amemcanfiumberman 


The real estate overhang remains concen- 
trated in the northeastern section of the 
country, with New York, New Jersey, Penn- 
sylvania and Massachusetts accounting for a 
very large portion... . / Although the dollar 
volume of real estate owned by financial in- 
stitutions in the northeastern States declined 
during 1940, it did not drop as rapidly as in 
the rest of the country.” The report did not 
attempt to estimate the amount of real es- 
tate owned by closed financial institutions, 
mortgage companies, trust departments of 
commercial banks, fraternal organizations, 
Governmental Agencies or individuals, al- 
though it noted that such holdings were 
“substantial.” 





Rising Living Costs Result in 
Rush to Build Homes 


Between Jan. 1, 1940 and June 1, 1941, 
approximately 1,150,000 families in the 
United States secured themselves against 
rent rises in the changed national economy 
of the ’40’s by acquiring homes of their own. 
This is the estimate of the home building 
and home owning committee of the United 
States Savings & Loan League, Chicago, 
which takes into consideration the new one- 
family homes built, the approximate number 
of those newly purchased in the period, and 
one half of the residential units created by 
the building of two-family homes. It is as- 
sumed that the great majority of those ac- 
quiring homes in the last year and a half 
have them on the monthly repayment plan. 
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Chicago 50 Percent Ahead 
of 1940 Totals 


New building in the Chicago region, in- 
cluding the city and eighty-seven suburban 
towns, in the first six months of 1941 
amounted to $62,000,706, an increase of 50 
percent over the corresponding period of 
1940, according to the survey by Bell Sav- 
ings & Loan Association. The suburban 
region contributed 59 percent of the total, 
or $36,699,714, an increase of 55 percent; 
city total of $25,300,992 shows an increase of 
43 percent. In Chicago and suburbs, 5,725 
homes were started, to cost an estimated 
$35,768,182—increases of 46 and 51 percent, 
respectively. Suburban towns issued permits 
for 3,675 new homes valued at $24,742,448; 
last year’s total was 2,540, to cost $16,- 
371,531. In Chicago 2,050 new homes were 
started to cost $11,025,734; 1940 figures were 
only 1,382 and $7,283,594. Rate of increase in 
city and suburban towns is the same, 51 
percent. Because the average value of homes 
is rising, increase in number is 45 percent 
in the suburbs, and 48 percent in the city. 

June suburban totals were the second best 
of the year, with $7,208,529 of new building 
of all types. This compares with $4,873,983 
in June, 1940. Repairs, alterations and addi- 
tions to homes in June maintained a good 
volume $506,167; this made a total for six 
months of $2,481,449, or more than $500,000 
ahead of last year. 





RUSH ORDERS ... REGULAR ORDERS 


Send Them to ANGELINA 


Careful lumber buyers have learned that it’s safe to depend 
on the mills of Angelina for good, trustworthy lumber and 
for “SUDDEN SERVICE.’’ Look to Angelina for Short Leaf 
Pine, Oak, Gum, Ash, Cypress, Gum Veneer, Dimension, 
Finish, Casing, Base, Mouldings, Oak and Maple Flooring, 
Oak and Gum Trim, Lath, Woven Wire Picket Fence. ‘Phone, 
write or wire. 
















# 


“Sudden Service” mae 


Pine and Hardwoods 





CHICAGO REPRESENTATIVES: 


JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Ill. 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Il. 
Railroad and Car Material 








ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


KURTH LUMBER MFG CO., Clarksville, Texas ANGELINA HARDWOOD CO., Keltys, Texas 
TROUT CREEK LUMBER CO., Kirbyville, Texas Mills at Ewing, Tex. and Ferriday, La. 
TEXAS OAK FLOORING CO., Dallas, Texas 











MUTUAL 


FAST, COURTEOUS SERVICE 
BY TRUCK AND TRAIN 


STRAIGHT OR MIXED CARLOAD SHIPMENTS 


PAMUDO PLYWOOD ...DOORS 
FRAMES, MOULDINGS 
SASH & GLASS ...WALLBOARD 


LOS ANGELES, Calif. 
ST. PAUL, Minn. 
KANSAS CITY, Kan. 








CHICAGO, Ill. 
BALTIMORE, Md. 
NEWARK, N. J. 


HOME OFFICE: TACOMA, WASHINGTON 
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RedDevil 


WOOD SCRAPERS 


LONGER HANDLES—SHAPED AND BAL- 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup- 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 


replace blades—just push new blade in. Big 


blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS. 
Write for Facts. 
No.8 75¢ 
Reversible Handle 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J. 


GLASS CUTTERS + GLAZIERS POINTS + 
PUTTY KNIVES +» WOOD SCRAPERS - 
FLOOR SANDING MACHINES 


GLASS PLIERS 
PAINT CONDITIONERS 
ELECTRIC FENCERS 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











| 
| 


Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 





A rating guide to the Contracting trade of j 
Cook County and Cook County dealers i 
Telephone Randolph 4893 Collection and Mechanics Liens | 











GILBERT NELSON & CO. 


Public Accountants 


- 332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














FRED C. KNAPP, Portland, Or. 





BUYS AND SELLS 


WESTERN TIMBER LANDS 
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THE BUSINESS RECORD 





New Ventures 


MINNESOTA. Minneapolis — Carpenter-Mc- 
Donald Lumber Co., organized by Lawrence L. 
Carpenter, sales manager of northern pine di- 
vision Shevlin Pine Sales Co., and Guy F. 
McDonald, sales manager, International Lumber 
Co. Will handle all sales for International 
Lumber Co. 

TENNESSEE. Cleveland—W, J. Hargis Lum- 
ber Co., retail division nearing completion; will 
open under management of Guy Varnell, not 
later than Aug. 1. Louis Hargis, president. 


New Mills and Equipment 


CALIFORNIA. Amador—Lumber Mill being 
erected on old Caldor holdings by W. N. Elkins 
and son, D. W. Elkins, to cut only cedar to be 
used by Hudson Lumber Co. for pencil stock. 

Peanut—Salt Creek Lumber Co.: new mill; 
Jess Gage, head of company; G. E. Truman, 
superintendent; C. C. Dollarhide, in charge of 
mill operations. 

San Andreas—Stockton Box Co. 
struction of new mill to increase 
surfaced lumber. 

FLORIDA. Trenton — Wingate Lumber Co., 
Immokalee, completing new mill in Trenton. 

PENNSYLVANIA. Sunbury — Whitmer-Steele 
Lumber Co., erecting a sawmill at LaMar. 

VIRGINIA. Norfolk—M. T. Blassingham & 
Co., planning to build a planing mill. 

WISCONSIN. Mellen— Penokee Veneer Co., 
constructing an addition to its mill. 


plans con- 
output of 


Incorporations 


FLORIDA. Orlando—Colonial Lumber Co., 
lumber; 50 shares; H. A. Veino, M. Segal, R. R. 
Starnes, directors. 

MAINE. Old Town—West Shirley Lumber 
Co., to conduct general lumber business; capi- 
tal stock, 500 shares; common, 500 shares, par 
value, $100. Shirley W. Rogers, Old Town, is 
president; Ray P. Allen, North Sedgwick, treas- 
urer; with W. H. McPherson, Bangor, compris- 
ing board of directors. 

SOUTH CAROLINA. Laurens—Southern State 
Lumber Co., Inc., to deal in timber, timber 
products, building and industrial materials; 
capitalized at $150,000; H. D. Gray, president 
and treasurer; E, D. Easterby, vice president. 


Business Changes 


ALABAMA. Jacksonville—F. M. Yarbrough, 
Jr., succeeded by Jacksonville Lbr. Co. F. M. 
Yarbrough, Jr., and Fred B. Hill, proprietors. 

Toxey—George Tyson succeeded by Allan & 
White Lbr. Co. 

CALIFORNIA. Lemoore—R. O. 
Co., succeeded by Valley Lbr. Co. 

Los Angeles—Automatic Tension Screen Co., 
Inc., succeeded by Columbia Mills, Inc. 

Riverdale—R. O. Deacon Lbr. Co., succeeded 
by H. C. Kofoid Lbr. Co. 

FLORIDA. Jacksonville—Marsh & Dean Lbr. 
Co., succeeded by Dean Lbr. Co., John H. 
Breedlove and W. Hauser Dean, proprietors. 

Miami—Holroyd Lbr. Yard, Inc., succeeded 
by Northwest Lbr. Yard, Inc. 

Tarpon Springs—Sparks Lbr. & Construction 
Co., succeeded by Sparks & Jordan Co. 


Deacon Lbr. 





ILLINOIS. Downers Grove—George F. Keller 
succeeded by Keller Material Yard. Dorothy 
(Mrs. Jacob T.) Schless, proprietor. 

MecGirr—Holcomb-Dutton Lbr. Co., succeeded 
by McGirr Elevator, Claude V. Herrmann, pro- 
prietor. 

Pecatonica—Moore Lumber & Supply Co. has 
been sold to A. E. Benson of Rockford. 

INDIANA. Burket—Chas. S. Rickel & Son 
succeeded by Burket Lbr. Co., Clyde and Ivan 
Bechtelheimer, proprietors. 

Rushville—Bates Coal & Supply Co. purchased 
by Rush Coal & Building Materials Co., Inc. 

Sandborn—G. F. Osterhage Lbr. Co. succeeded 
by H. M. Carstens Lbr. Co. Purchasing de- 
partment at H. M. Carstens, Oaktown. 

KANSAS. Mahaska—Howell Lbr. Co., suc- 
ceeded by Mahaska Lbr. Co., L. E. Buckheister, 
proprietor. 

KENTUCKY. Covington—T. W. Spinks Co., 
Inc., succeeded by J. G. Wilde Co., Inc. 

MICHIGAN. Grant—Overly Bros. 
by Martin Overly. 

Tawas City—Twin Cities Lbr. & Fuel Co. 
sold lumber business to Barkman Lbr. Co., East 
Tawas, Mich. 

MISSISSIPPI. Collins—Wood Lbr. & Material 
Co., succeeded by Collins Lbr. & Material Co., 
J. W. Lowry, proprietor. 

Louisville — John 
Louisville Lbr. Co. 

NEBRASKA. Alliance—Dierks Lbr. & Coal 
Co. disposed of its stock to J. H. Melville Lbr. 
Co. and the Sack Lbr. & Coal Co. 

NEW JERSEY. Fanwood—Hand Lbr. & Sup- 








succeeded 


Woodward succeeded by 





ply Co., Inec., succeeded by Hand Lbr. Co., Ed- 
ward L. and Frank E. Hand, proprietors. 
Newark—Greenberg Sash, Door & Supply Co., 
Inc., succeeded by Greenberg Lbr. & Supply Co 
OHIO. Lancaster—John Darfus Lbr. Co., suc 
ceeded by John Darfus’ Sons. 
PENNSYLVANIA. Blain 








Smith, Harris 


Smith succeeded by Blain Planing Mill. Gari 
M. and George W. Smith, proprietors. 
TEXAS. Glen Rose—Williams Lbr. Co. pur- 


chased by Don Cameron of Meridian. 

Mineral Wells—Bish-Barron Lbr. Co., Inc, 
named changed to Barron-Garrett Lbr. Co. 

Tilden—Local Jackson Lbr. Co. purchased }\ 
A. S. Kuykendall. 

WASHINGTON, Olympia—Washington Veneer 
Co. sold retail business to Washington Lbr. Co 


Wahkiacus—L. G. Talcott Box & Lbr. Co., 
succeeded by Vanhoy & Lefever. 
Casualti 
asualties 
ARKANSAS. Marked Tree—Chapman & 


Dewey Lumber Co. flooring mill, planing mill, 
dry kilns and box manufacturing plant de- 
stroyed by fire. Destroyed also were 500,000 
feet of hardwood flooring. Loss estimated at 
$200,000. Covered by insurance. 
CALIFORNIA. Lakeport—Diamond Match Co. 
mill and warehouse suffered a $50,000 loss hy 
fire. Office and lumber yard and large storage 
sheds were saved. Loss covered by insurance 
NORTH CAROLINA. Gastonia—City Lumber 
Co. suffered damage when fire broke out in 
the boiler shed and spread to adjoining struc- 
tures. Piles of lumber in the yard were saved. 
VERMONT. Randolph—L. W. Webster Corp. 
suffered loss by fire of a three-story wooden 





mill structure, a bobbing mill, lumber sheds 
and lumber. 
Rutland—A. B. Congdon Lumber Co. §suf- 


fered loss by fire of lumber and other mate- 
rial. Buildings escaped damage. 





Former Sales Manager 
Launches Own Firm 


PortTLAND, OreE., July 18—The most re- 
cent addition to Portland’s colony of whole- 
sale lumber concerns is the Contact Lumber 
Co. owned by Leo J. Donnelly, which opened 
its offices in the American Bank Building 





LEO J. DONNELLY 
Contact Lumber Co., Portland, Ore. 


here June 17. It will distribute western 
forest products and specialize in ponderosa 
pine. 

For the last few years Mr. Donnelly 
has been sales manager of the Kinzua Pine 
Mills Co., Kinzua, Ore. After his return 
from World War I, he was secretary to 
the general manager of the Chicago, Mil- 
waukee & St. Paul railroad. In 1926 he 
went to work for the West Waterway Mill 
Co., Seattle, Wash. and has been engaged 
in the lumber business ever since. 
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Low Cost Glass Wall Panels Have 
Flange for Nailing 
Prefabricated panels of ‘“Vitrolite” ce- 
mented to plasterboard so that a flange of 
the latter is left around the glass make it 
possible to nail such panels to studding 
around bathtubs, kitchen sinks or lavatories. 


a 
4 
i 






panels are manufactured by Libbey- 


Owens-Ford Glass Co. Information about 
them is available from that company, Nich- 
olas Bldg., Toledo, Ohio. They are easy to 
clean and installation by a carpenter is quick 
and easy. Dry wall or lath and plaster con- 
‘truction leaves the glass panels flush with 
the rest of the wall surface. No moulding 
s needed. The units are furnished in 
heights up to 48 inches. 





Portfolio Presents House Plans 
by Eminent Architects 


The third of four portfolios of floor plans 
and window treatment ideas for small houses 
is now available from the Detroit Steel 
Products Co., 2265 E. Grand Blvd., Dept. 
\L-8, Detroit, Mich. Each portfolio con- 
tains a plan by each of five eminent archi- 
ects. Lspecially emphasized in each case 
is the window treatment achieved by using 
“lenestra” steel casement windows manu- 
factured by the Detroit company. The 














house plans are in a wide variety of styles, 
and all are presented with equal dignity and 
effectiveness. A copy of the portfolio is 
available upon a request addressed as indi- 
cated above. 





New Oil Paint May Be Applied 
to New Plaster 


To minimize the delay usually necessary 
hefore a newly plastered wall can be painted, 
The Wilbur & Williams Co., Park Square 
Bldg., Boston, Mass., have developed an oil 
paint tradenamed “Bondlite,” that may be 
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hat’s New 


used over damp plaster, brick, concrete, ce- 
ment or stucco outside, although the surface 
is only a day old. It is said the paint is not 
affected by alkali or lime, nor does it seal 
in the moisture, but allows it to dry natu- 
rally. The new inexpensive item is available 
in interior or exterior mixtures. It dries in 
about an hour and produces a washable sur- 
face that has been compared to that of any 
good grade of oil paint. Address the manu- 
facturer for further information. 





Free Book Guides Paint Users to 


Proper Materials 

A booklet prepared to aid paint users in 
their selection of the proper material for 
the painting job at hand has been prepared 
by John W. Masury & Son, 50 Jay Street, 
Brooklyn, N. Y., and entitled ‘“Masury 
Paints and Their Uses.”” The 48-page book- 
let contains a brief description of each of 
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| MASURY 
PAINTS | © 
| and their Uses | 





the types of Masury paints and varnishes 
and tells of the uses to which it is best 
suited. Colors and package sizes available 
for each item are listed. The information is 
carefully cross indexed for quick reference. 
A copy of the book will be sent free to those 
who request it from the Masury company. 





New Rubber Insulation Board 
Highly Heat or Cold Resistant 


Cellular rubber, a new material to be mar- 
keted under the trade name, “U. S. Royal 
Insulation Board,” has an insulation or “K” 
value of .237. The material consists of a 
thin external dense layer enclosing micro- 
scopic cells of nitrogen gas in a matrix of 
rubber. Each cell is distinct from its neigh- 
bor. The new rubber insulation is said to 
be moisture resistant, rotproof, oil, acid and 
fire resistant. It has great structural strength 
and is twice as light as cork. The boards 
cut to shape with a band or power saw, and 
surfacing can be done with a planer. The 
material is thermoplastic and may be shaped 
by heating to 190 degrees or more and bend- 
ing while hot. It has been developed by the 
United States Rubber Co., Rockefeller Cen- 
ter, New York, N. Y., and is being pro- 
duced in two weights, both in one inch thick 
material. 
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New Glue Gun Designed 
to Avoid Waste 


Glue is ammunition for a “gun” recently 
designed and marketed by I. F. Laucks, Inc., 
Seattle, Wash., to eliminate mess and waste 
in glue application. The device holds two 
quarts of wet glue, enough for 408 lineal 
feet of studding, and dispenses a one inch 





glue line of unusual uniformity. It is said 
that if self-bonding water resistant glue is 
used, the ribbon is sufficient on the slightest 
even pressure to provide a permanent bond 
between 2x4’s and wallboard. The gun may 
be used vertically on studs in place with 
equal satisfaction. The “Laux” gun is easily 
cleaned. It is available in sizes larger than 
the standard model with special flow ad- 
justments for particular requirements. 





House Organ Tells of Large 
Sales Volume 

The July issue of “Warm Morning News” 
a house organ published by Locke Stove Co., 
Kansas City, Mo. to promote the sale of 
coal heaters contains an article stating that 
more than 60,000 “Warm Morning” coal 
heaters were sold in 41 states and Canada 
in the 12 months following their introduc- 
tion. It is also said that demand for these 
heaters is now ahead of the demand last 
year and the Locke company advises dealers 
to place their orders now for fall shipment. 





Folder Describes Saw Filing 
Machinery 
A new folder, bulletin No. 102, issued by 
the Black Diamond Saw and Machine 
Works, Inc., Natick, Mass., describes the 





latest model saw filing and setting machines 
manufactured by that company. The band 
saw filing machine operates automatically. It 
sets the teeth and files each tooth to a uni- 
form pitch and sharpness. A combination 
“Black Diamond” circular saw grinder and 
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knife grinder will sharpen saws from five to 
22 inches in diameter with any shaped teeth 
from four per inch to two inch spaced. The 
knife grinder will grind nearly any type of 
blade up to 24 inches in length. The bulle- 
tin is available upon request to the Black 
Diamond company. 





House Organ Announces 1942 
Line of Wallpaper 


The “Peacock” and “Rotocraft” lines of 
wallpaper for 1942 are being announced to 
dealers by the Lennon Wall Paper Co., Joliet, 
lll., in the July issue of “The Cooperator,” 
a monthly publication of that concern. An 
exceptionally wide variety of papers and 
patterns are being offered in the new lines. 
Actual samples of two patterns are enclosed 
with the leaflet. It is said that many of the 
new papers resulted from suggestions sub- 
mitted by customers. A copy of “The Coop- 
erator” will be sent upon request. 





Newspaper Ad Mats Offered 
Free to Dealers 


Vol. 2, No. 2 of the “Marlite Dealer” 
house organ published by Marsh Wall Prod- 
ucts, Inc., 741 Marsh Pl., Dover, Ohio, con- 
tains proofs of a large assortment of ‘Mar- 
lite” newspaper advertising mats which are 
offered free of charge to dealers. A copy 
of this issue, which is in reality a catalog 
of aavilable mats, will be sent upon request. 
“Marlite” halftones and electrotypes are also 
available for dealer use. They are made up 
in a variety of sizes to fit most advertising 
needs. 





CLUB NEWS 


Sheboygan-Calumet Club Views 
Motion Pictures 

CrysTaAL Lake, Wis., July 22.—“Trees 
and Homes,” a natural color motion picture 
by the Weyerhaeuser Sales Co., and “The 
Pennsylvania Turnpike,” a movie by the 
Portland Cement Association, were two 
highlights of the entertainment program fea- 
turing the regular monthly Sheboygan-Calu- 
met County Lumbermen’s Club meeting. 
Guests were R. L. Miller, Portland field 
engineer, and John Banker, company con- 
struction superintendent. 

Speakers included Don Montgomery, dis- 
cussing the Wage and Hour Law, and H. P. 
McDermott, manager of the mortgage de- 
partment. Ken King, field secretary, was 
master of ceremonies for the evening. 








Lumbermen's Club Enjoys Sports 
and Dinner 

West Satem, Wis., July 22.—Fifty lum- 
ber dealers and guests attended the monthly 
meeting of the Mid-Western Wisconsin 
Lumbermen’s Club at Waterloo Park, two 
miles from here. The meeting was in the 
form of an outing, with the manufacturer 
represeiitatives as guests. Following an 
afternoon of golf, softball, and other outdoor 
sports, members and guests took part in a 
roast beef dinner in the evening at which 
prizes were awarded to winners of the vari- 
ous sporting events. 
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Wisconsin Golfers Have June 
Tournament 


MILWAUKEE, WIs., July 22.—Paul King, 
with an 84, and Buzz Jacobson, with an 84 
also, took first low gross and second low 
gross honors, by draw, at the June Hoo-Hoo 
Golf Tournament at Tuckaway Country 
Club south of here. First low net honors 
went to Elmer Budzien with a 69, while 
Gus Troller was second with a 72. The blind 
bogey prize, a pair of golf shoes, went to 
E. R. Reif. A $5 door prize which was do- 
nated by George Innes, of the National Plan 
Service, was won by Art Jacobson, Menom- 
onee Falls. 
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Sawmill Under Construction 
in Pennsylvania 


Lamar, Pa., July 22.—A new sawmill is 
being built in this Clinton County city by 
the Whitmer-Steele Co., pine, hemlock and 
hardwood lumber manufacturers with head- 
quarters at Northumberland, Pa. The new 
mill will manufacture lumber from a 5000 
acre company tract containing a stand of 
oak, hemlock and white pine. It is expected 
to be in operation within the next 30 days. 
The rail shipping point will be Mill Hall, 
Pa., via the Pennsylvania railroad and the 
New York Central line. 








Exchange MIXED CAR Service 
Keeps Your Inventory In Balance 


There is no better place to go for money 
making ideas than to places where such 
ideas are at work. So, meet Mr. F. Lisle 
Peters in his lair. Mr. Peters is live-wire 
president of the Louisiana Western 
Lumber Company — highly successful 
Essco Lumber Dealer at Lake Charles, La. 


Take particular notice of the varying 
size bin arrangement in Mr. Peters’ 
yard. There is a money saving reason. 
Each bin is designed to hold just the 
right, normal stock of each lumber item. 
A trip through the sheds and a quick 
glance at the bins tells Mr. Peters just 
how much of what items to include in 
an Essco MIXED CAR. Almost automat- 
ically a unique bin system and Exchange’s 
Mixed Car Service enable Mr. Peters to 
maintain a balanced inventory. 


In ESSCO MIXED CARS, you too, can 


get every home building lumber item 
except shingles. It saves you freight, it 
promotes quick turnover and a balanced 
inventory of plus value lumber. 





pee Tr ade-Marked ~Grade-Marked = 

Southern Pine—Southern 

Hardwoods — Ponderosa 

Pine—West Coast Woods 
Oak Flooring 
















EXCHANGE SAWMILLS SaLes Co. 


1111 R. A. Long Building 


Kansas City, Missouri 
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Lumber Carrier Manufacturer 
Hears from Satisfied 
Customers 


Montcomery, ALA., July 21.—Recently re- 
ceived by the Foshee Lumber Co., of this 
city are a number of letters from southern 
lumber manufacturers expressing satisfac- 
tion with their use of the Foshee lumber car- 
rier which is being marketed by the machin- 
ery division of the lumber company. 

The Foshee lumber carrier was designed 
by H. H. Houston, superintendent of the 
Foshee Lumber Co., and patents for the ma- 
chine which was placed on the market about 
a year ago are held by W. S. Foshee, presi- 
dent of the concern. 

The Foshee carrier is built to handle lum- 


AB 
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ber in unit loads, resting on wooden sup- 
ports. Power to elevate the load slightly for 
transportation comes from a power take-off 
connected to any standard tractor which is 
used to pull the device. 

The Foshee Lumber Co., has recently had 
a descriptive circular prepared which con- 
tains complete information about the carrier. 
Mr. Foshee states that any lumberman inter- 
ested may have a copy of this on request. 





WAGE-HOUR LAW 


(Continued from Page 36) 

(e) Whose work requires knowledge such 
as is customarily acquired by prolonged 
study of a scientific or specialized course, 
as contrasted with an academic course of 
education. 

(f{) Whose work is predominantly original 
and creative in character and the results of 
which depend upon the invention, imagina- 
tion, or talent of the employee. 

(g) Whose salary is not less than $200 
per month. But this provision does not 
apply to persons licensed to practice law 
or medicine. 

(4) Local Retailing employee is one: 

(a) Whose work is selling goods at retail, 
more than 50 percent of which sales are 
made in intrastate commerce. 

(b) Who is performing work incidental 
to such retail selling, such as wrapping pack- 
ages, making deliveries, etc. 

(c) Who does not do work of the same 
nature as that done by non-exempt em- 
ployees, for more than 20 percent of the 
number of hours in any workweek which 
such non-exempt employees work. 

(5) Outside Salesman is an employee: 

(a) Whose work is selling goods or serv- 
ices away from the place of his employer’s 
business. 

(b) Who does not do work of the same 
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nature as that done by non-exempt em- 
ployees, for more than 20 percent of the 
number of hours in any workweek which 
such non-exempt employees work; but such 
outside salesman is permitted to do work 
incidental to and in conjunction with his 
own sales (such as clerical work, deliveries 
and collections) in addition to that 20 per- 
cent. 


Southwest Railroads Would 
Raise Car Minima 


MempPHis, TENN., July 24—Cecil A. 
New, secretary-manager of the Southern 
Hardwood Traffic Association, says that the 
railroads are considering a proposal to elim- 
inate the lower minimum weights on lum- 








ber and related articles now applying in the 
Southwest on shipments in cars less than 
36 feet in length, and to apply in lieu thereof 
minimum weights provided for cars of 36 
feet or greater length. Elimination of the 
lower minima would result in shipments be- 
ing diverted to trucks, Mr. New says. 





Southern Manufacturer 
Modernizes Equipment 
Sema, Axa., July 23.—Miller & Co. lo- 


cated here which recently announced an ex- 
pansion of its sales organization has modern- 
ized an old style dry kiln used to season its 
product. The company operates five band- 
mills and specializes in Southern hardwoods 
and pine. It is under the direction of E. S. 
Miller, president, R. W. Buchanan, vice 
president, treasurer and resident manager 
and S. C. Cursey, secretary. Modernization 
of the kiln was done by the Moore Dry Kiln 
Co., which installed its ‘“cross-circulation” 
system. 
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Lead Company Elects New 
President 


CINCINNATI, OHI0, July 22—The an- 
nouncement of the election of J. M. Bowlby 
to succeed Joseph Hummel, Jr., as_presi- 
dent of The Eagle- 
Picher Lead Co. was 
made recently at the 
main offices of that 
firm. Mr. Hummel, 
who has been with 
the firm for 50 
years, became chair- 





J. M. BOWLBY, 
president 





man of the board. 

The new Eagle- 
Picher chief. will 
take office Septem- 
ber 1. He has been 
associated with Bar- 
row, Wade, Guthrie 
& Co., accountants 
and auditors, since 1921. In recent years 
his attention has been directed largely to 
problems of industrial management. During 
a period of service with United States 
military forces Mr. Bowlby rose to the rank 
of Major. 





Floating Sawmill Being Built 
By Alaskan 


SeLpoviA, ALaska, April 11.— Henry 
Kroll, resident for several years, who in a 
novelty private plane flies as the spirit moves 
him to mining areas and trapping grounds 
in the hinterlands, is building a one-man 
floating sawmill, the complete plant being 
placed aboard a scow that will have snug 
living quarters for Mr. and Mrs. Kroll. The 
scow-mill transports the “crew” to the tim- 
ber, that will be felled and sawed into lum- 
ber to be stowed aboard and transported to 
customers. Mr. and Mrs. Kroll were only 
recently married. Mrs. Kroll was Miss Lois 
Harris, public health nurse at Seldovia. Mr. 
Kroll and his “first mate” are having a lot 
of fun planning the season’s work, which 
they intend to turn into a holiday time as 
well. 





Kiln at the Miller & Co., Inc. plant at Selma, Ala. The company operates five bandmills and pro- 
duces pine and Southern hardwoods. The kiln has been recently converted to the Moore “cross 
circulation" system 
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THE LUMBERMAN POET 








This world of laughter, love and song 
Has promenades in plenty 
(Qn which, at eve, there stroll along 
The man and maid of twenty. 
Great Paris has its boulevards, 
And fair the streets of Brussels, 
\nd some to Broadway send regards, 
Where silken garment rustles. 
But, when a-weary is my soul 
| light my black cigar and stroll 
The old Ohio levee. 





Below me flows the yellow stream 
Fair Illinois entwining, 

\nd far across, as in a dream, 
Kentucky’s shore is shining. 

\ banjo twangs upon the night, 
The world is filled with singing, 





THE OLD OHIO LEVEE 
From Issue of Feb. 24, 1906 


And, swimming in its silver light, 
The gentle moon is swinging. 
The girls and loves of other days 
Attend me in a bevy— 

I see them in the filmy haze 
On old Ohio levee. 


My feet shall wander other streets 
Beyond the mighty ocean, 

But distant river but repeats 
The loved Ohio’s motion. 

My lips that warble other tunes 
And flatter other daughters 

Shall but recall remembered Junes 
Beside Ohio’s waters. 

And, when of change I tire and when 
My vagrant heart is heavy, 

My feet shall long to stroll again 
The old Ohio levee. 








viewsor OQ YEARS AGO 


From the AMERICAN LUMBERMAN 



















The schooner “F. S. start new yards, so those Protective Union, and 


Redfield” has been char- who will 


build up the granted an increase of pay 


tered to carry a load of town can patronize them. from 20 cents an hour to 
lumber from the Belling- The yards that are most 25 cents per hour, or $2.50 


ham Bay Improvement prudently conducted _re- per day. There was no 
Co.’s mill, at Whatcom, main the weeding strike and no trouble. It 
Wash., to Shanghai, China, out which is sure to fol- is said that only one firm 
and will be followed imme- low the introduction of a of lumbermen has not ac- 


diately by two or three number 
others. These will be the capacity is beyond the re- 
first vessels laden with quirements 
lumber from Bellingham munity. 


say bound for Oriental 


of the com- 


of yards whose ceded to the request. 


* * * 


We hear’ considerable 


* comment, chiefly of a com- 


ports. C. O. Sheppard, the ex- plimentary character, on 


: * * pert lumber 


inspector of the proposed hardwood 


They break up jams of Memphis, Tenn., and one rules. The percentage of 


logs in the Androscoggin 
River, Me., with dynamite. 
The charge is lashed to a 
long pole and_ forced 
through the boiling water. 
The jam leaves at once. 
Formerly men went out on 
the jam and cut the key 
log, but it was very dan- 
gerous work. Sometimes 
eight cartridges are ex- 
pioded at once. 

* * * 

The growing cities of 
the West are being 
watched very closely by 
the people who aspire to 
be retail lumber dealers, 
and the moment a city 
of moderate proportions 


South, 





of the most 
hardwood salesmen in the of some commodities are 
in Chicago reduced, but this change 





recently, 
with a 


successful No. 1’s in ists and 2ds 


is somewhat formal, and 
it is due to the fact that 
eastern lumber’ buyers 
have, in the absence of 
any uniform standard on 
the part of manufacturers, 
exacted 75 percent of No. 
1’s in 1st and 2ds—some- 
thing the manufacturers 
claim is next to impossible 
to supply from almost any 


and favored us | Class of lumber. It is possi- 
lengthy visit, at | ble to get 75 percent of 
which time he ran against | firsts and seconds in ash, 
our kodak fiend with the | 2nd that proportion is fre- 
results shown herewith. quently gotten out of a 


good quality of logs, but 


° scarcely any other wood 


Shows evidences of rapid The Oakland (Calif.) that is classed as_ hard- 
growth, it is invaded by lumber dealers have ac- wood will produce the per- 
the persons with an ambi- ceded to the request of the centage that has hitherto 





tious turn, who arrange to Oakland 





Longshoremen’s been exacted. 
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CHAPMAN & DEWEY 
LUMBER CO. 


* MEMPHIS, TENN. * 


Manufacturers of “C & D” Brand 


OAK FLOORING and 
HARDWOOD LUMBER 


FROM FAMOUS ST. FRANCIS BASIN 
Wire for quotations 


(ui nee 






Sott Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON -AMERICAN 
LUMBER CORPORATION 
VERNONIA, OREGON 


TTD} TM 


WHITE PINE (2t—_ 


California White 
Also and Sugar Pine 


Fir Wallboard $733 2%, products 


William Schuette Company 


New York 
Office—4i East 42d St. PITTSBURGH, PA. 


ons, ee 


Uniformin 
COLOR- 
TEXTURE 
QUALITY 
Kno. hu, E. Webster Lumber Co. 


Kansas City, Mo. 






SMI} 























SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


ussox FF TR 


SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 29 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., July 21.—There appears 
to be no limit to the volume of lumber being 
called for from every corner of New Eng- 
land, as well as from every other section of 
the country, until most mills are so com- 
pletely swamped with orders as to compel 
them to turn back a large percentage of the 
business that is being currently submitted. 
Because of shortage of ship space, an added 
burden is being shifted to the railroads and 
reports come from many sections of current 
or rapidly developing car shortages. Par- 
ticularly in New England, new _ buying 
schedules for Defense lumber appear in the 
market daily. The current trade situation 
here in New England adds up to steadily 
increasing difficulty in placing orders for 
supplies, almost complete collapse of water 
transportation, congested and _ irregular 
movement of lumber by rail, and a steadily 
developing scarcity of labor for normal 
building operations. 


WEST COAST WOODS — With 4,902,676 
feet of fir and hemlock landed here by 
water to date in July, most of which came 
from the hold of one Calmar Line ship, 
and with no more important consignments 
by water listed to arrive until late Sep- 
tember, the trend toward making of Bos- 
ton an “all-rail”’ instead of an “all-water” 
market is pronounced. Unsold parcels on 
the dock are very limited. Advices from 
Coast shippers to local offices visualize 
a rapidly developing car shortage that 
will hit the American mills in late Sep- 
tember or early October, while allocation 
of cars at the British Columbia mills will 
be difficult within another four weeks. 
local demand is urgent, but, as the mills 
have heavy backlogs of orders, they are 
turning back as many as they accept. 
Local prices are very firm, in a strong 
sellers’ market. To dealers, No. 2 boards 
sell at dock as low as $38.50 and as high 
as $40, and the all-rail carlot price range 
is $42442.50. For No. 3 at the dock the 
range is $34@35.50 with the all-rail deliv- 
ered price at $37@38. The 2x3-inch di- 
mension is seldom quoted below $43.25 for 
green hemlock, and $44 for 4-inch, with 
dry stock $1 higher. There have been 
offerings of 2x3- and 4-inch straight ran- 
dom fir as low as $41.50@ 42.50. 





EASTERN SPRUCE—tThere are no of- 
ficial price ranges within the month at 
either the Maine or Provincial mills, but 
unshipped order files have increased stead- 
ily, and, where special sawing or special 
speed in delivery is called for, premium 
prices are often noted. Prices at the 
larger Canadian mills have become sta- 
bilized at the higher level reached in 
June. Delivered at Boston rate points, 
all of the smaller scantling sizes, 2x3-, 
f- and 5-inch, are held at $41@42, and 
move up to $49 for 10-inch and to as high 
as $50@51 for 12-inch. Yard orders and 
pressing Defense schedules are running 
heavily to 9- and 10-inch. The call for 
all widths of boards, of all grades, has 
cleared the mill yards of dry stock, while 
orders in hand cover production at most 
mills for the next sixty to ninety days. 
Most sales of 1x4-inch dry boards are at 
$40@42, and up to $48@50 for the 10- and 
12-inch. The best seller is the 1x2- and 
3-inch bundled furring, usually held at 
$39@40. At mills, all slabs are ripped to 
produce every furring strip possible, leav- 
ing little solid wood to go to the lath 
machines. 


LATH AND SHINGLES—There is an in- 
creasing demand for lath, and most of 





the smaller mills are holding the 14-inch 
at $4.25, as the larger plants are now quite 
firmly established at $4.50 delivered at 
Boston rate points, The 15-inch are 
steady at $4.75. The top and lower grades 
of eastern white cedar shingles are well 
sold up and very firm, with extras at 
$444.10, clears at $3.75, 2nd clears usu- 
ally at $3, though occasionally shaded 10 
cents; clear walls somewhat weak at 
$2.75@2.90, and the extra No. 1—a mis- 
nomer for the lowest grade made—selling 
freely at $2.20@2.30 per square. The sale 
of West Coast red cedars is limited only 
by the ability of the mills to ship. The 
top grades are heavily oversold and trans- 
portation facilities are so limited that a 
number of the larger mills, particularly 
in British Columbia, have wholly with- 
drawn from the market. Some American 
mills are booking orders for the 18-inch 
Perfections delivered at New England 
points at $4.99@5.04. Latest prices are: 
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market is very firm and active at around 
$36 for 1x6-, 7-, 8- and 9-inch No. 4 com- 
mon rough, and $37.50 for the popular 
3 inch. The Government has not yet de- 
cided as to the quarterly revision of its 
selling price for hurricane pine taken by 
Eastern Pine Sales Corp. during next 
quarter. The Sales company reports a 
sharp increase in orders under its revised 
price list to wholesalers effective July 7. 
All No. 2 common and better grades now 
at the concentration mills are sold. 60 
days ahead of milling capacity, and all 
grades in 1x8- and 10-inch are covered 
by orders that will require four to six 
weeks to mill and ship. 


NEW YORK, N. Y. 


Some local wholesalers declare that de- 
mand, except from dealers, still holds up for 
all kinds and sizes of lumber. Some of the 
large yards in Brooklyn and Queens are very 
busy, due to their participation in Govern- 
ment contracts. These same yards are expe- 
riencing difficulty in getting supplies. It 
seems certain that dealers will have to de- 
pend almost wholly on rail shipments for 








Greater co-operation between the United States and Canada is the theme of this “hands across the 

border" float, sponsored by the Insulite division of the Minnesota & Ontario Paper Co. The float 

was used in the Minneapolis Aquatennial parades, July 12-20. M & O operates plants in both 
Canada and the United States 





16-inch XXXXX No. 1, $4.51@4.56; No. 2, 
$3.41@3.46, and No. 3, $2.92@2.96. The 
buyer who makes up a list of dressed ce- 
dar boards and bevel siding to be shipped 
with a half car of shingles will tempt 
the mill to accept the order. 


EASTERN HARDWOODS — The larger 
mills are oversold on all grades and sizes 
of maple and birch, and the smaller mills 
have sold and moved practically all of 
their air dried stock. Deliveries are very 
irregular. The furniture and woodwork- 
ing plants are drawing so heavily upon 
a limited output of inch and thicker maple 
and birch as to exhaust the supply of 8/ 
and 9/4, sorely needed at wood heel shops. 
The latter are turning to gum, basswood 
and western pine for some types of heels. 
For 2-inch No. 2 common and better full 
length kiln dried plank, the shops are 
paying $73@75 to as high as $80, delivered. 


PINE BOXBOARDS Call for round 
edge at box shops has increased sharply, 
and an average run of inch sells close to 
$13 f. o. b. shipping point. There have 
been sales 50 cents and $1 lower, and, for 
extra wide and straight lots, sales at 
$13.50@14 are noted. On square edge the 





West Coast items, so that it will be neces- 
sary for them to anticipate their require 
ments well in advance. 





SOUTHERN PINE—With demand show- 
ing no decline, and all mills working tv 
full capacity, prices remain very firm. 
Some items seem impossible to obtain, 
with the result that some dealers are run 
ning into difficulty in filling contracts. 


WESTERN PINES—Heavy demand fo! 
Ponderosa continues, and dealers repor 
that some wholesalers can not undertak: 
to supply this species for at least thirt) 
days. There is also a heavy demand fo! 
Idaho and sugar pines, with prices show- 
ing signs of a further advance. 


WEST COAST—The dealers are just be 
ginning to feel the pinch in getting their 
orders filled. Very few water shipments 
are coming through, and the burden is on 
the railroads. Where Government con- 
tracts call for a time delivery, dealers will 
not even quote, as they can not guarantee 
delivery. Prices are very firm, with ad- 
vances reported on certain items. 


EASTERN SPRUCE—There continues 4 














di 
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large demand, and some wholesalers have 
been getting in fairly large quantities, but 
it is all picked up as rapidly as it arrives. 
Prices are very firm, and an early increase 
is expected. 
HARDWOODS 
every hardwood 
now having real 
many items. Oak, 
have strengthened. 
sible to obtain, especially 
quartered sap. Oak, maple 
ing are in great demand, 
crease expected any day. 


Baltimore, Md. 


NORTH CAROLINA PINE 


With demand for nearly 
continuing, dealers are 
difficulty in securing 
poplar, and ash prices 
Gum is almost impos- 
in 8/4 plain and 
and birch floor- 
with a price in- 





Trade is ac- 





tive. Small home building proceeds on a 
broad seale, and takes up receipts by 
truck, boat and every other means of con- 





veyance. 30x factories have calls for all 
of the containers they can turn out, and 
their requirements in the way of rough 
lumber are much larger than they have 
been at any time in years. Prices con- 
tinue to advance. 

LONGLEAF PINE—Some of the biggest 


plants can not take any more orders for 
a month or two. Much work that calls for 
the big dimension stuff is in progress, and 
the hunt for stocks is hectic. 

HAR 
yum, poplar 
upward, 





‘e trend in oak, 
and other woods is 
with the rate of advance 


maple, 
steadily 
speeded 


up and with stocks undergoing progres- 
sive depletion. Many items have become 
scaree; wants can not always be taken 
care of, regardless of price. 

WESTERN WOODS—Demand for fir, 
spruce, cedar, Ponderosa pine, and other 
woods is all the keener because of the in- 
terval of about two months when the 


movement was almost 
troubles. <A frenzied hunt for lumber is 
being made, with eastern buyers out on 
the Coast in droves. Prices are moving 


"Buffalo, N.Y. 


Shortage of lumber remains acute, and 
inills in various lines have little or no 
tock to offer for prompt shipment. Prices 
ire therefore quite strong, and advances 
have lately taken place. Southern pine 
roofers are up to $39 to $40, the highest 
level in some time, due to the long-con- 
tinued rains in the South. Fir and spruce 
are both hard to obtain and strong. Red 
edar shingles are up about $1 from the 
‘rices prevailing earlier in the _ year, 
bringing them to the highest level in 
ome years. 

HARDWOODS—Demand continues fully 
ip to normal for this time of year. Prices 
ire being well maintained, and a scarcity 
ff leading items prevails, particularly in 
inaple and birch. Wholesalers feel that 
prices are likely to become stronger still, 
s mill stocks are not at all heavy. 

WESTERN PINES 
trong, and many mills have 
ffer in Idaho and Ponderosa, 
irge Government purchases 
ases to labor troubles. 


halted by labor 








Prices are holding 
nothing to 

owing to 
, and in some 
Retailers in some 
anticipated the price advances, but 
nany now have depleted stocks and see 
little prospect for adding to them exten- 
ively in the near future. 

NORTHERN PINE mand continues 
active, owing to the large amount of new 
dwelling construction and activity in in- 
dustrial plants. The common grades are 
howing increased strength, and there is 


eases 





nuch demand for crating. Mills are not 
able to accumulate much stock, because 
of the many orders on their books. 


Norfolk, Va. 


NORTH CAROLINA PINE — This area 
has had but one clear day since July 3 and 
rainfall has been much above normal for 
July, while in parts of the Carolinas, Vir- 
Sinia, Georgia, Alabama ete. rainfall has 
been even greater. These rains, following 
an extended period of drouth, have closed 
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more than seventy-five percent of mills in 


southern States, because it has been im- 
possible to get logs, and even Defense 
projects have been stalled. Lumber prices 


have been advancing and are nearly at 
the level of last fall. Demand for mostly 
all items has been as insistent, if not more 
so, than it was then. There has been a 
very much larger demand for B&better, as 
well as No. 1. Most good mills, large or 
small, are now short of B&better. Retail 
yards have been doing a tremendous busi- 


ness, not only for Defense but also for 
private enterprises, depending for supply 
largely on small mills which are now 


sold out. There has 
demand for small dressed 
well as dressed boards or 


either shut down or 
been a large 
framing, as 


sheathing, and air dried roofers. Mixed 
cars are out of the picture entirely. 
Georgia Main Line mills can sometimes 
offer 4-inch air dried roofers in straight 


cars at $20@21; and of 6-, 8-, 10- and 12- 
inch at $27@28. North Carolina mills, 
taking a 25 cent rate to Philadelphia, get 
$29.50 for 6-inch roofers. There is a pent- 
up demand for boxing and crating. 


* . 

Higher River Rates Asked 

CAMDEN, ArK., July 21.—The River Ter- 
minal Corp., serving Camden and south Ar- 
kansas, has applied for a permit to issue a 
new lumber rate of 1634 cents, with a mini- 
mum of 40,000 pounds, on shipments down 
the river from Camden. This rate includes 
the tollage at New Orleans. A minimum 
of 18 cents from Camden to New Orleans is 
asked for on a minimum of 40,000 pounds 
destined for domestic shipment. 
shippers 
more as means of relief to railroads. 





Lumber 
are expected to use the waterway 
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Improving South's Forests 


New Or eans, La., July 21.—The forests 
of the South will play an increasing part 
in remedying the economic and social ills 
of that section, says the 20th annual report 
of the Southern Forest Experiment Sta- 
tion, recently released by E. L. Demmon, 
director. “Southern forest lands, under 
good management, are capable of providing 
continuous employment and hence higher 
standards of living for at least double the 
number of persons they now support. Prog- 
ress in the application of forestry methods, 
especially during the last 20 years, has 
been encouraging, the report points out, but 
during the last few years, on the average, 
20 percent of the forest area has burned 
over, and most of the stands are greatly 
understocked. Too much cutting is. still 
done with little or no regard for the future, 
especially in the operations of the thousands 
of small portable mills in this region. Cut- 
tings that improve stands, instead of taking 
out all the valuable timber, are needed in 
many southern forests. Nursery and tree- 
planting techniques have been further im- 
proved. Chemical sprays and dips are being 


developed for preventing ambrosia and 
Lyctus beetles from attacking lumber. New 


techniques for the control of termites and 
for the prevention of decay in buildings are 
being worked out. Copies of the annual 
report may be obtained from the Director, 
Southern Forest Experiment Station, New 
Orleans, La. 
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Plants at Goodwater, Ala. 
Notasulga, Ala. 
Ozark, Ala. 
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Pine Plume Lumber Company 


201-206 May Bidg., Montgomery, Ala. 


PINE cypress 


AIR - DRIED or KILN - DRIED 
SPECIALIZING IN KILN-DRIED POPLAR 


Solid or Mixed Cars of Pine, Hardwoods, Oak Flooring. 





HARDWOODS 


Complete Planing Mill {facili- 
ties. Modern Fan-type Cross- 
Circulating Dry Kilns. 
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Door Company Specializes in 
Mixed Car Shipments 


Fitting its production to the needs of 
customers who wish to buy mixed car lots 
of stock millwork, the Oregon Door Co., 336 
S. E. Spokane St., Portland, Ore., is espe- 
cially organized to make rail shipments 
which include doors, sash or sash_ stock, 
window and door frames, finish, mouldings, 
Douglas fir lumber, etc. in a single car. 

The Oregon Door Co. is operated by three 
brothers: Paul Miller, sales manager; John 
Miller, manager of manufacturing; and 
Frank Miller, in charge of the office. The 
Maupin Lumber Co., a Ponderosa pine mill 
in the eastern Oregon pine district, is also 
operated by the Millers. Stock from that 
mill is trucked to the Portland plant for 
fabrication into sash, doors, etc. 

Another sawmill adjoining the manufac- 
turing plant will go into operation later in 
the year as soon as it is overhauled. 





Log Rolling Festival 
Draws Big Crowd 


Jimmy Herron, boom boss for a Kelso, 
Wash., lumber company, once again cap- 
tured the title of “King of the White 
Waters” when he finished first in a log roll- 
ing contest in which most of the best rollers 
in the Nation competed. The contest was a 
part of the National Roleo held July 4, 5, 
and 6 at Gladstone, Mich., on Little Bay de 
Noquet on the upper peninsula. 

So successful was the event that plans for 
a similar festival at the same time next year 
were commenced immediately. This year’s 
program included archery, rifle shooting, 
fancy bait and fly casting exhibitions, a 
Venetian nights boat parade, fire works, log 
chopping and sawing contests, a professional 
all-girl football game, a demonstration forest 
fire, boat races and a general carnival. But 
the log rolling contests captured the great- 
est amount of interest. 

To see the final match between Herron 
and runner-up Joe Connor, Cloquet, Minn., 
forestry technician, a tremendous crowd 
stood for an hour during supper time in a 
torrent of rain. Old timers at the game pro- 
nounced it the fastest and best Roleo they 
had ever seen. 

Miss Mary Jean Malott, 21, a theological 
student of Cornell, Wis., won the women’s 
log-birling title and 12 year old Ted Sprin- 
ger took the junior event. 





Beware of Embezzler Using 
English Firm's Name 


C. Leary & Co., London, England, reports 
that an unknown embezzler in the United 
States has been representing himself to 
American friends of the Leary firm as an 
employee of that concern or as a relative of 
one of the Leary partners. He then proceeds 
to ask for financial assistance and upon sev- 
eral occasions has managed to collect. He 
usually operates by long distance telephone. 
The Leary company :equests that under no 
circumstances should advances be made with- 
out communicating with its offices. 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WasHIncrTon, D. C., July 21.—Following is statement of seven groups of identical mills of 
unfilled orders and gross stock footage on July 12: 


No. of Mills 


Unfilled Orders 
Reporting 1941 1940 


Gross Stocks 
4 19 





Total Softwoods® .......... 377 =1,390,614,000 690,678,000 2,907,075,000 3,347,027,000 
Total Hardwoods® ......... 88 73,285,000 64,598,000 303,931,000 371,317,000 
Total Lumber ...........e- 454 1,463,899,000 755,276,000 3,211,006,000 3,718,344,000 
OGE PIGOTIMG 2.2. cccedcsvce 75 79,966,000 53, 32 0, 000 61,346,000 73,873,000 


*Of Northern mills, 11 reported on softwoods, 12 on hardwood unfilled orders; 13 mills 


on stocks. 
softwood and hardwood subtotals. 


The total number of mills (438) includes 11 northern plants that are in both 





Western Pine Summary 


PortTLaNnpD, Ore., July 19.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
July 12: 

Report of an Average of SS mills: 


Total for 2 weeks ended 
July 12, 1941 July 13, 1940 


Production 155,999,000 123,049,000 
Shipments .... 147,338,000 119,006,000 
Orders received 168,325,000 130,837,000 


Report of 94 Identical Mills: 
July 12, 1941 July 13, 1940 
Unfilled orders 480,025,000 236,877,000 
Gross. stocks. .1,173,132,000 1,384,536,000 
Report of 94 Identical Mills: 
--Total for Year to —" 
1941 94 


Production .1,878,776,000 1,632, 092, 000 
Shipments :2'109.976,000 1,749,777,000 
Orders . 2,297,983,000 1,774,109,002 





Will Sell Output of Pine Mill 


The pine output of the Calvada Lumber 
Co., located at Massack, just east of Quincy, 
Cal. will be sold by the Ivory Pine Co., 
wholesale and manufacturing concern, whose 
principal office is at Klamath Falls, Ore. 

The Calvada company is operating in the 
Collins tract which produces about an equal 
proportion of soft-textured Ponderosa pine 
and sugar pine. The mill is an eight foot 
band type and is operated with steam and 
electric power. At present it is running one 
shift but a two shift schedule is planned for 
the near future. Planing mill facilities for 
turning out shop and common boards as 
well as dimension are available. 

Inquiries for the stock may be made 
through the Klamath Falls, Ore. or Mas- 
sack, Cal. offices. 





St. Louis Hospital Being 
Waterproofed 


The Missouri Pacific Hospital, St. Louis, 
Mo., is being waterproofed with “Ranetite 
No. V Transparent” waterproofing coating. 
It is a seven story structure covering an 
entire city block. 

Sills, coping, water table and ribbon trim 
on windows throughout the building are 
constructed of an artificial Alconite stone 
re-inforced with steel rods. The material is 
highly porous and the re-inforcing rods are 
rusting, expanding and causing corners, 
edges and surfaces of the walls and coping 
to break off. 

The surfaces are being chipped to a depth 
of solid mortar and “Ranetite” cement bond- 
ing compound is applied. While wet, “Rane- 
tite VVV” cement waterproof is plastered 
on. The top of the coping and water table 
has also been caulked with “Ranetite” spe- 
cial caulking compound. 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 

New Orteans, La., July 24.—Following 
is a summary of reports from southern pine 
mills for two weeks ended July 19: 


Average weekly number of mills, 121; 
Units}, 95 
Two-Weeks 
Three-year average production* 56,621,000 


Meteal PFOGUCTION «2.6 cesccsece 61,351,000 
eg NOE re 76,813,000 
OFGOTS TFOCCIVER 2.0.0 cc cicviiccecs 99,151,000 


Number of mills, 115; Units}, 90 
On July 19, 1941 
Uniilied OfGere ......ccccccces 187,140,000 
ip) 1,909,961,000 
*Nov. 1, 1937, to Oct. 26, 1940. 
*Unit is 299,000 feet of “8-year average” 
production. 





West Coast June Facts 


SEATTLE, WASH., July 21—More than ever 
before, National Defense was the keynote of 
the West Coast lumber industry in June, says 
the West Coast Lumbermen’s Association, 
and continues: On the basis of defense re- 
quirements for the first half of 1941 and 
estimated needs for the last six months, the 
industry will probably furnish close to a 
billion feet of lumber for Defense before 
the year is out. This demand is particularly 
strong on high grades and large sizes that 
can not be produced elsewhere in the United 
States, bearing on such items as piling and 
timbers for shipyard construction, planking, 
decking and keel timbers for wooden ships, 
high-grade boxcar material, and the max- 
imum amount of lumber adapted to airplane 
construction. Time is the essence of prac- 
tically all National Defense lumber require- 
ments, and the resources and ability of the 
West Coast industry are being concentrated 
on maintaining its record of production and 
delivery of Defense lumber on schedule. 
With termination of the loggers’ strike, the 
industry is again operating near its full 
estimated machine capacity, under pressure 
of a tremendous backlog of undelivered or- 
ders. The most critical situation on the 
West Coast lumber horizon is the withdrawal 
of intercoastal shipping from normal trade 
lanes. Detailed report for June (four weeks) 
follows: 

Weekly Averages for June 


Feet 
NII og os orate emracnieaae 157,920,000 
re 172,584,000 
EE RS peter ear ora errs ae” 179,256,000 
End month— 

CMMIIOE OFOOTE oc cccecsccecs 813,988,000 
WOU WEE ok hoe mwacaciones 838,172,000 
Cumulative Totals for 26 Weeks 
III Forel: oc:5es vice or aoe siete ele 4,224,342,000 
rr rere oer ree 4,347,311,000 
ARRAS rea rr 4,468,551,000 

Orders by markets— 

IE i es era wreiniare oie 4ibre wiineae 2,463,542,000 
PPOMROETIC CAPHO 2.06 ccceccecs 1,303,484,000 
SS ee ree 105,420,000 
ON SPREE EOE re er ee 596,105,000 


June output was 80.2 percent and 26 
weeks output was 82.5 percent of 1926-29 
—years of highest production. 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuHIncTon, D. C., July 21.—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for two weeks ended July 12, and for twenty-eight weeks ended that date, cover- 
ing mills whose statistics for both 1941 and 1940 are available, and percentage comparisons 
with statistics of identical mills for the corresponding period of 1940: 
































Av. No. Per- Per- Per- 
Mills Production cent Shipments cent Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods 377 429,191,000 12% 453,687,000 121 519,044,000 126 
Total Hardwoods.. 93 20,066,000 155 23,933,000 145 21,643,000 107 
rotal Lumber ..... 453 449,257,000 124 477,620,000 122 540,687,000 12% 
Total Flooring .... 65 21,269,000 133 23,392,000 160 23,458,000 138 
TWENTY-EIGHT WEEKS: 
‘otal Softwoods .. 384 6,260,871,000 114  6,625,453,000 116 7,004,621,000 12% 
Total Hardwoods.. 97 309,250,000 112 339,319,000 128 328,596,000 122 
Total Lumber...... 463 6,570,121,000 114 6,964,772,000 117 7,333,217,000 12¢ 
Total Flooring..... 65 291,011,000 127 287,112,000 127 318,871,000 129 





NATIONAL STATISTICS FOR JUNE BY REGIONS 


WASHINGTON, D. C., July 21.—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for the four weeks ended June 28 and for twenty-six weeks ended that date, 
covering mills whose statistics for both 1941 and 1940 are available and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 















































Av. No. Per- Per- Per- ~ 
Mills Production cent Shipments7 cent Orders cent 

FOUR WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Softwoods: 
Southern Pine ..... EET 121,265,000 112 128,799,000 118 166,262,000 147 
West Coast ........ 127 442,815,000 103 485,451,000 109 504,811,000 125 
Western Pine..... 91 354,369,000 411 326,965,000 113 382,751,000 134 E 
California Redwood 14 40,219,000 126 41,295,000 124 45,605,000 137 
Southern Cypress .. 9 7,735,000 85 10,072,000 116 10,077,000 12 
Northern Pine ..... 8 10,968,000 47 9,943,000 92 9,663,000 84 
Northern Hemlock. 16 10,529,000 124 10,010,000 110 10,566,000 122 | 

Total Softwoods.. 382 988,959,000 106 1,014,093,000 112 1,148,614,000 131 
Hardwoods: 
Southern Hardw’ds. +74 33,296,000 136 36,981,000 133 33,047,000 125 
Northern Hardw’ds. 16 11,603,000 17 14,247,000 146 14,158,000 136 

ee ee ees ee aS xen 3 ie 

Total Hardwoods. 90 44,899,000 144 51,228,000 136 47,205,000 128 ir 

Total Lumber.... 456 1,033,858,000 108 1,065,321,000 113 1,195,819,000 131 
Oak Wieoring ..... 65 46,515,000 48,599,000 48,871,000 
Maple, Beech and ‘ 

Birch Flooring .. 15 5,246,000 5,922,000 5,785,000 
TWENTY-SIX WEEKS: 
Southern Pl 12 860,913,000 11 844,453,000 116 911,385,000 12 ift P| é 
Southern Pine ..... 125 860,913, 7 ,453, 911,385, 2 Q 
West Coast ....... 127 —-2,969,403,000 112 3,069.894,000 118 3,153,126.000 119 Certifie or UALITY 
Western Pine ..... 91 1,712,714,000 113 1,955,104,000 119 2,107,821,000 127 
California Redwood 14 223,704,000 114 250,081,000 124 258,797,000 130 as well as for GRADE 
Southern Cypress.. 9 54,943,000 93 69,156,000 119 64,291,000 117 
Northern Pine ..... 8 37,538,000 73 61,279,000 105 60,117,000 102 
Northern Hemlock. 18 71,680,000 138 46,958,000 111 51,769,000 115 YOU know, Mr. Dealer, how important it is 

Total Softwoods.. 395  5,941,462,000 113 6,309,359,000 116 6,620,118,000 122 to be SURE that the lumber you offer your 
Senden customer is of a quality that you can back 
Southern Hardw’ds. +79 196,332,000 411 228,715,000 120 216,499,000 118 ona = ane unqualified recommendation. 
Northern Hardw’ds. 18 92'072,000 107 85,936,000 135 90,001,000 188 , the advantage of handling this Cer- 

a d 97 288,404,000 110 314,651,000 124 306,500,000 12: a a oS er oe 
Total Hardwoods. v4 288, : 314,651, ’ 306, i 2% : . 
Total Lumber ... 474  6,229,866,000 113 6,624,010,000 116 6,926.618,000 122 on each piece of the lumber is our pledge 


of quality and careful manufacture, just as 
the Association marks guarantee proper 
grading. This lumber is cut from our own 
superb stands of old-growth, big-bodied tim- 
ber. It is carefully seasoned and accurately 
manufactured in our up-to-date mills of 
modern equipment. This is the lumber that 
satisfies both the dealer and the builder. To 
meet the new demand for QUALITY con- 
struction, supply your customers with this 
Booth-Kelly better lumber. 


Oak Flooring ..... 65 269,742,000 263,720,000 
Maple, Beech and 


Birch Flooring .. 15 
7Units. 


295,413,000 


32,576,000 33,361,000 33,737,000 





REGIONAL UNFILLED ORDERS AND STOCKS JUNE 28 


Wasuincton, D. C., July 21—Following is the monthly statement by regions of eight 
groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 
gross stock footage on June 28: 

















No. of Unfilled Orders Gross Stocks 

Selenite Mills 1941 1940 1941 1 
Southern Pine ...........+. 116 160,975,000 60,419,000 404,726,000 414,448,000 D 
ONE, ahhh eanenwesic 127 635,871,000 325,852,000  776,234:000 896,986,000 
Western Pine ........-++++: 84 420,988,000 205,127,000 1,035,624,000 1,2447689,000 Dimension _ Flooring Ceiling 
California Redwood ....... 14 68,982,000 28,495,000 255,586,000 299,250,000 Drop Siding Finish Steppin 
Southern Cypress .......... 9 10,886,000 6,371,000 155,113,000  182:591,000 M Adi - Casin ae yg 
Northern Pine ............- 8 7;189;000 4,789,000 86,147,000 —113'132'000 neti _— — 
Northern Hemlock ......... 11 9,776,000 8,185,000 98,259,000 68,703,000 We are headquarters for Association Trade-Marked 

Total Softwoods ......... 372 1,315,489,000 639,469,000 2,828,141,000 3,241,408,000 and Grade-Marked Douglas Fir Lumber. 
Hurdwoods— 
Southern Hardwoods +6 43,382,000 37,563,000 167,044,000 217,798 4 Ya 

outhern Hardwoods ...... 2 3,382, ,563, ,044, ,798,000 
Northern Hardwoods ...... 13 22,796,000 18,520,000 100,394,000 105,486,000 ss 

Total Hardwoods “15 66,178,000 56,083,000 267,438,000 32 1 le 

Total Hardwoods ........ f ,178, ,083, ,438, 3,284,000 
at BOE oo xenncences 434 1,381,667,000 695,552,000 3,095,579,000 3,564,692,000 

‘looring— 
gak Flooring pa eoeatiachie 75 78,445,000 50,910,000 63,469,000 72,514,000 “LUMBER CO 
Maple Flooring ............ 13 9,367,000 6,538,000 13,925,000 15,149,000 oa 
tUnits of production. a eey EUG E.ORE.- 


STAI 


TWO MILLS—SPRINGFIELD & WENDLING, ORE 
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. . 
San Francisco, Calif. 

LUMBER CHARTERS—NOoO charters were 
reported fixed on this range during the 
second week in July. In the intercoastal 
trade, tonnage continued extremely short, 
and the berth lines were hard at work 
trying to figure out how they would ac- 
commodate, as deck loads, the 6,000,000 
feet of lumber per month to the Panama 
Canal as requested by the Division of 
Emergency Shipping. Details of the plan 
were reported completed. The rate will 
be $18 plus $2 handling charge. The four- 
masted schooner William H. Harriman, 
which was rammed several months ago 
by a Rumanian steamer, was reported 
floated to shore recently to be made sea- 
worthy for the South African lumber 
trade. 


LUMBER RECEIPTS—Lumber receipts 
at Oakland piers increased substantially 
for May to 20,619,607 feet, from 19,872,003 
feet in April and 18,243,340 feet in May 
a year ago. 

CONFERENCE ACTIVITY—The Pacific 
Coast-Mexico Freight Conference, cover- 
ing northbound and southbound traffic be- 
tween Pacific Coast ports and the west 
coast ports of Mexico, was recently formed, 
according to Claude E. King, secretary. 
Approved by the Maritime Commission, the 
conference is composed of Grace, Nippon 
Yusen Kaisha, Fred Olsen and “K” lines 
(Kawasaki Kisen Kaisha). 

COASTWISE TRAFFIC — Fifty-four 
steam schooners were reported operating 
on the Pacific Coast at the middle of 
July; forty-two were operating coastwise 
and twelve offshore and to Alaska. Eleven 
were reported laid up. 

CALIFORNIA PINES—Many California 
pine mills, according to reports, were so 
far behind on their shipments that new 
orders were refused, and all activities con- 
centrated on shipping. It was hoped by 
the first of August shipments would be 
fairly in line with orders. A large vol- 
ume of orders was said to have accumu- 
lated and be waiting acceptance by mills. 
The situation applied to both Ponderosa 
and sugar pines. Prices were strong. 

LE DWoOOD—Demand was reported very 
active in all departments, with prices ex- 
ceedingly strong. Mill stocks are very 
low, with shortages appearing in all items 
and grades. Movement of tank and vat 
stock has been very active, due to De- 
fense demand for water tanks, and activ- 
ity in the beer, wine and petroleum in- 
dustries. 








Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves 
any width, with or 


ac‘oss grain. Guaran- 
teed to do your work 
satisfactorily. 
SUPER- 
QUAL 
SAWS 


complete Huther line. 


Rochester, N. Y. 








Favorites for over 52 years. 
Today. write for catalog of 


Huther Bros. Saw Mfg. Co 





LEMIEUX BROS., INC. 


FORESTERS — TIMBER ESTIMATORS 
APPRAISERS — CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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Market News from N 


Portland, Ore. 


WEST COAST WOODS—Production con- 
tinues at maximum in mills of this area, 
with demand greater than capacity, and 
covering the entire range of mill products. 
Inventories are further depleted and the 
backlog of unfilled orders is far greater. 
The abnormal demand has resulted in the 
starting of numerous small mills. Recent 
hot, dry weather, breaking all records, 
has become a threat to the log supply and 
mill operations because of curtailment of 
woods work. 


INTERCOASTAL — Available space _ is 
booked far ahead and diversion to all-rail 
haul continues. Every kind of buyer is 
in the market, from line yards to public 
construction contractors, and every kind 
of an item appears to be wanted. Chief 
difficulty at the moment, aside from trans- 
portation, is in sorting out “must” orders 
for immediate delivery. Prices are 
stronger and on specialties higher than 
they were a month ago. 


CALIFORNIA—The market is strong 
and very active, not only for home con- 
struction grades and sizes, but for heavy 
industrial items. Interior mills, ineclud- 
ing a considerable number of new mills 
which probably will be temporary, are get- 
ting a lot of California orders, it is said, 
because of availability of rail facilities. 





LOCAL—Demand is excellent. Shipyard 
and expanding industry needs are taking 
large timbers, and home building is tak- 
ing everything else. Demand for shingles, 
plywood and sash and door numbers is 
very strong. Some grades of plywood are 
searce. 


LOGS—The inventory is sparse and 
prices are strong. The recent strike in 
Washington State and unfavorably hot 


weather for logging are factors. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—New book- 
ings are equal to output, which, with ship- 
ments, has increased. Building activity 
was pronounced throughout the area, with 
Government and private sources giving 
materials distributors the heaviest back- 
log since the 1920s. Reports from manu- 
facturers show that sharp inroads have 
been made into inventories, and that it is 
difficult to build up assortments. A num- 
ber of mills are carrying stocks for the 
Government, which to date has not drawn 
upon much of its earlier purchases. The 
railroads continued to buy heavily. Line 





yards throughout the farm regions were 
buying more liberally. 
SOUTHERN PINE—The sharp advance 


in fir prices in the last month or so has 
resulted in many dealers shifting to south- 
ern pine. Stocks of 2 x 10’s in No. 2, 
4- and 6-inch No. 3 boards, and 2x4-16’s 
in No. 2 are low at the pine mills. Com- 
mon grades are more plentiful than up- 
pers, which are scarcer than in a decade. 
Mills can not offer prompt shipments on 
mixed cars. 
WESTERN PINE 
the flow of orders. 
ket is strong as 





There is no let-up in 
The Ponderosa mar- 
ever. Many mills are 
not accepting new business because their 
capacity already is contracted. Nos. 2 
and 3 dimension are hard to locate. Nos. 
2, 3 and 4 common have moved up in 
price. 

SOUTHERN HARDWOODS—A good de- 
mand was reported, particularly for inch 


common sap gum. Furniture factories are 
buying large amounts. 


OAK FLOORING—Though factories are 
working two or more shifts, there is not 





enough flooring to go around. 
broken and low. 


Stocks are 
Prices are strong. 
DOUGLAS FIR—Advances ranging up- 
ward to $5 have been scored by the Doug- 
las fir market in the last three weeks. 


Stocks are low. It is hard to obtain © 
and D drop siding, car siding and ver- 
tical grain flooring. Dry dimension als: 


is scarce. 


SHINGLES—The 





market remains very 
firm. Prices are up about 25 cents a 
square since the first of the month. Nos. 


1, 2 and 8, 16-inch items have advanced 
10 cents in the last ten days. Some mills 
have withdrawn certain scarce items. 


Tacoma, Wash. 


WEST COAST WOODS—Defense buying 
still is furnishing the principal impetus 
for all branches of the industry. Demand 
has been particularly strong for. the 
higher grades and for larger timbers. Ship- 
yard expansion has created a demand for 
seaffolding and ways. Transfer of inter- 
coastal ships to other lines is continuing, 
and railroads soon will be called upon 
to move virtually all lumber from this 
section. Unusual dryness in the woods 
is impairing logging operations, and, as 
log reserves are low, may curtail lumber 
production. Logging operations in the 
Centralia district are being expanded by 
many operators because of an increased 
demand for logs. 


Spokane, Wash. 


INLAND EMPIRE PINES—Temperature 
has soared into the torrid zones, and 
speeds air drying of lumber, but it goes 
right into cars, without much effect in 
building up broken stocks. Order files 
continue on about a 60-day basis, with 
most sellers practically out of the mar- 
ket. The pine men are striving despe- 
rately to protect their old friends and 
customers both on orders and prices. 


e 

Memphis, Tenn. 
SOUTHERN HARDWOODS—Demand is 
hectic for practically all woods—except 
oak. The hardwood flooring industry has 
become the largest buyer of oak, but it 
has not been able to absorb the heavy 
production, and oak stocks are accumu- 
lating. Oak is running behind the mar- 
ket on prices, too. The demand for sap 
gum and cottonwood and the cheaper 
grades of oak, however, continues strong. 
Prices on flooring oak are about $37, $35. 
and $24. Hardwood prices generally are 
up $1 to $3. Defense continues to absor) 
increasingly large quantities of hard- 
woods, and they are going into more and 
more uses. Production continues below 
sales, so that manufacturers’ stocks of 
hardwoods are continuing their decline. 
Shipments, like orders, continue to exceed 
production. 


HARDWOOD FLOORING sales continue 
to reach new high levels. Prices are up 
about as much as the prices of hardwoods 
—$1 to $3, although some items advanced 
more. 












Shreveport, La. 


SOUTHERN PINE—Demand is continu- 
ing heavy. Bookings probably exceed ac- 
tual requirements of buyers, for they a! 
inclined to over-order in the expectation 
of getting shipment of only part of tl! 
amount. The mills have all been hand'i- 
capped for the last month in logging, s° 
they are disinclined to book orders excep! 
for stock in sight. Smaller mills are 
raising their prices and are quoting vir- 
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tually the same as big mills; on common 
boards and dimension there is very little 
lifference. 

SOUTHERN HARDWOODS—In the 
drouth section of the South—which in- 
ludes northeastern Mississippi, practi- 
cally all of Alabama, all of Georgia and 
North Carolina—mills have been able to 
get into timber usually covered with wa- 
ter, and their production has been rather 
heavy in the past few months. But, west 
of the Mississippi, practically all mills 
have been put out of operation by high 
water in the woods. Production has been 
so heavy in the East, that the average 
shows an_ increase. Mills are getting 
large orders now, mostly for common and 
better red oak for export to South Africa. 
Such items as elm, red oak, magnolia and 
black gum are moving in big volume to 
Old Mexico. Quotations have shown little 
recent change. 


& e e 
Minneapolis, Minn. 

NORTHERN PINE—Heavy demand con- 
tinues. Manufacturers and retailers alike 
attribute the situation to increased build- 
ing of small residences throughout the 
middle West, with difficulty in obtaining 
speedy shipments from West Coast mills 
an additional factor. So many orders are 
on hand in some northern pine mills that 
they are not anxious to book new ones 
until they catch up with those on file. 
Stocks still are fairly well rounded out, 
manufacturers say, with shortages de- 
veloping in some items, however. Prices 
are firm. 

NORTHERN WHITE CEDAR—Midsum- 
mer doldrums which usually come in the 
white cedar business due to pressure of 
farm work on prospective consumers, have 
not yet developed, demand growing rather 
than diminishing. Retailers are trying to 
stock up for fall trade, but a number of 
items of posts and poles are in short sup- 
ply. Small sizes of posts are very scarce, 
and in many instances larger ones have to 
he substituted. Prices are increasing all 
along the line. 


MILLWORK — Manufacturers report a 
steadily increasing demand. Both actual 
orders and estimate work are keeping the 
factories busy. Demand for stock items 
remains satisfactory. Prices are firm, 
with some increases already reported. 


Seattle, Wash. 


WEST COAST WOODS RAIL — Mills 

are so loaded up with orders that most of 
them ean pick and choose. The Govern- 
ment is checking up on stock piles, as 
much current production must be put in 
these so as to be dry by fall. Railroad 
and car material buying is active. Retail 
‘ards of the middle West are also in the 
market. Some items can’t be bought, 
‘specially shiplap and flooring. All stocks 
re low. Prices continue to advance. 
»&better vertical grain flooring is up to 
$60. Dimension is $4 over the D-40 list. 
Other items are $1 to $5 higher than they 
wre a fortnight ago. 
SHINGLES—British Columbia mills have 
ractically withdrawn from the market. 
‘ire weather has closed many camps, so 
s are hard to get, but production is 
about normal. All No. 1 shingles and No. 
2 XXXXX are heavily oversold. Stocks 
are lower than for some time. Nos. 1 and 
2 perfections are almost impossible to get. 
Prices, as compared to two weeks ago, are 
up 10 cents to 65 cents, the greatest ad- 
Vance being in No. 1 perfections. 

INTERCOASTAL— Added to the great 
dificulty of getting space, the Atlantic 
coast shipper now has equal difficulty get- 
ting lumber. The space situation is ex- 
pected to get worse towards fall. F.a.s. 
prices are less than e.i.f. 

CALIFORNIA 











- 


« 








Space is tough to 
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tion’s Lumber Centers 


arrange for. Great quantities of lumber 
move by rail from Oregon. Prices are 
very strong. Shingles for water shipment 
went up 25 cents a square. 

EXPORT—A few inquiries come from 
the Argentine, but very little space can be 
had. Space for the west coast of South 
America is booked up, and no more is 
available. A little lumber moves to 
Shanghai. Japanese ships are still in 
service to Pacific ports. The South African 
market is quiet; lumber is not a profitable 
cargo under new rates, which run $20 to 
$30 under the old. 

LOGS—By State order, camps in Wash- 
ington have been shut down on account of 
bad fire weather. The highest tempera- 
ture in the history of the Seattle weather 
bureau, 100 degrees, was reached July 16. 
Shutdowns so far have affected shingle 
mills more than fir. Prices are unchanged. 


Houston, Tex. 


SOUTHERN PINE Practically any 
stock item a mill has on hand is sold just 
“as soon as it is listed. All items are 
searce. While the market has shown a 
little tendency to advance, most mills are 
holding. Timbers are the strongest items, 
due to the inability of the fir people to 
furnish quantities desired. All yard stocks 
are very scarce with most mills sold 
ahead 15 to 30 days. The scarcest item is 
1x8-inch ‘“‘C’ No. 105 drop siding. This is 
the most popular siding used today. - It 
is very difficult to place mixed car orders, 
as practically every mill will find it does 
not have some of the items. Railroad 
business is really the strongest of all. Car 
decking is selling from $40 to $50, mill. 
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Car siding, both 1- and 2-inch, is scarce. 
Some small longleaf timbers are being 
exported to South Africa, and recently a 
few South America schedules have been 
sent out for bids. 


SOUTHERN HARDWOODS—The market 
shows a strong tendency, with prices ad- 
vancing. Stocks at mills are badly broken, 
and all items are searee. Oak flooring has 
shown a strong up-trend the past two 
weeks, and prices have made some slight 
advance. 


SHINGLES AND LATH—Shingles show 
a great deal of strength, but a great 
many yards laid in a supply before the 
last advances. Pine lath continue to 
gather strength, with stock scarce, prices 
ranging from $4.50@4.75 for No. 2; and 
$5.25@5.50 for No. 1. 





Hymeneal 


McINTOSH-THRALL—Miss Mildred Ray- 
mond Thrall, daughter of Mr. and Mrs. 
Hugh Hammond Thrall of Pleasant Ridge, 
Mich., was married July 2 in Detroit to 
Paul Wampler McIntosh, Jr., son of Mr. 
and Mrs. Paul W. McIntosh of Ferndale. 
Mr. McIntosh is employed by the McCaul 
Lumber Co. of Ferndale, Mich. 


JACOBSEN-HUNTER— Mrs. Eleanor 
Hunter and J. F. Jacobsen, both of Eu- 
gene, Oregon, were married July 2nd at 
Grace Lutheran church, Eugene's oldest 
church, The only friends present were 
Mr. and Mrs. Harry W. Aldridge. Follow- 
ing the ceremony and a dinner for the 
wedding party the bride and groom left 
for an automobile trip to Chicago and 
other midwest centers and will call on 
old friends enroute. They will return to 
their home in Eugene about mid-August. 
“Jake” as he is called by his friends is a 
well known figure in the wholesale and 
manufacturing centers of the fir and 
western red cedar regions. He now oper- 
ates a wholesale lumber business in Eu- 
gene as does Harry Aldridge, the other 
male member of the wedding party. 








HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 . . . Plank 

..- Dimension... Boards... Flooring .. . Kiln-Dried Finish 

.. . Ceiling . .. Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 











MORE DELIVERIES 


WHY WORRY about the shorter working 
hours and higher wages when R-B Roller 
Equipment will easily triple truck deliveries? 
A real spring tonic for the over-burdened 
expense account! 





“wy THE R-B COMPANY 


R-B ROLL-OFF BED FOUR-ROLLER TYPE 


- - e MORE PROFITS 


WRITE NOW for our FREE TRIAL PLAN and 
literature. Or better, give us the Make, 


Model and Wheelbase of the truck. Let us 
suggest and quote on the proper roller 
equipment for it. 


Roller equip- 
ment for all 
sizes of Trucks, 
Trailers and 
loading equip- 
ment ready for 
prompt ship- 
ment. 


Guinotte and 
Euclid Ave. 


Kansas City, Mo. 
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East and west side mills have reported the following average f. o. b. mil) sales prices on Following are prevailing quotations f. o. b. 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made | Wausau, Wis., on a eee 
in the period of July 8-12, but where prices for this period were not available, prices for Sinaia tales FAS Sel } ang | meg dg 
© ; - © . . — . . . ° 
the month to date have been inserted and starred (*):  plapepcacaaae $75.00 $65.00 $48.00 $38.00 $27.00 
West East West East West East West East MOO sincwewients 80.00 70.00 53.00 43.00 28.00 
Side Side Side Side Side Side Side Side 6 eee 85.00 75.00 58.00 45.00 28.00 
Flooring Standard il No. 2 Shiplap and No. 2 Dimension ip ene 90.00 80.00 61.00 48.00 29.00 
Lengths ee 8 ~ ee Boards, Std. Leth. Fs No.1 No.2 No.3 
1x3 rift— a —_ 07.59 26.19/12 & 14... 30.48 26.54 | Basswood— FAS Sel. Com. Com. Com. 
B&better.. 67.39 70.00) penetter.. 39.90 39.95]1x6 ...... 30. 95 > ©29.77116 “"" 99°19 30.37 st i $84.00 $74.00 $50.00 $38.00 $29.00 
> 57.00 61.50 2¢ 27 08al1xk 215 20023112 & 90 - 24°79 29 78 4 ao 89.00 79.00 55.00 42.00 29.00 
C cvcrcees +9 fice 36.45 37.83]1x8 ...... 31.50 30.02/18 & 20... 34.79 32.73 | B44 92:00 82.00 58:00 43:00 31:00 
D nvserces oC |: ana 26.42 26.00}1x10 ..... 32.13 31.3912x6 eae ee 99.0 390) 2" ry 210 
1x3 flat | har 37.70 32.92/12 & 14... 27.31 27.48] 46/4 11110 0T we ue ae ae 
a Surfaced Finish DE sevnees 27.91 29.16 | j074 °° 707! 109.00 99:00 8000 5800 °- 
B&better,, 51.74 52.00) Standard Lengths No. 3 Shiplap and ]1i8 ....... 31.90 32.04 ee 75.00 65.00 43.00 35.00 
i teers sea4 ge 00) B&better Boards, Standard 20 ....... 32.73 32.58 | “75 voto wt «<f 
eeee 5 ot od. 9° 6 9° . . . 
Ps rift— a ‘ Inch thick— ™ wey" ~~ 22 24. 33.35 .. meet Maple— FAS Sel. Com. Com. Com. 
3¢ am > 2 NY oe 65.44 *62.00]1X4 _....-.. 20.6 21.5 > £ iin bia . SFG cctavieex $89.00 $74.00 $55.00 $42.00 $24.00 
Exporter: F837 #6000015 1... ss. 70.03 66.13,1X6 Reh. & ce > 38..+ See 28.9 Seater: 94.00 79.00 60.00 45.00 25.00 
Divert ee 42.7 = 38.05 58.38]. S1IS/S4S. 26.00 24.47]16 ..;.... 27.98 29.7 6/4 ........ 97.00 82.00 65.00 46.00 26.00 
D SO 7G GOOG .ccvicices 68.05 58.35 J 18 > () 33.89 32.99 
ix4 flat “18 68.10 58.75)1x6 CM... 25.62 24.13]15 & 20... 33.89 32.2 _, een 104.00 89.00 70.00 46.00 26.00 
eee ee ws oa ar) |e ae 96.87 25.98122 & 24. 37.80 *42.60 > pd ee 
grain— _ calie ar 73.25 64.25)1x8 ...... 26.87 25.5 2x10 |S eae 104.00 89.00 70.00 47.00 26.00 
r &bett 50.84 49.53 77.28 82.60]1X10 ..... 27.08 25.18|6%+% oa < aes 5 ee .114.00 99.00 78.00 52.00 
eee ee ee ; sae a MER occas 26.94 22/93/12 & 14... 31.99 30.07 10/4 114.00 99.00 80.00 52.00 
seeeeees 47,87 47.02) 0x re 1G ....... 38.02 29.83 behets © oa ey 3 
D $5.53 S36:7004, 6 8.05. FES cess 18 & 20 33:83 31.73 | 11/4 ..----e- 134.00 119.00 92.00 55.00 
ees: 5x10 ..... 89.35 80.83 Jambs 92 & 24... 39:50 #4700 | 12/4 --------134.00 119.00 92.00 55.00 .... 
End Matched 12. 104.09 97.25/B&better— °x12 ; No. 1 No. 2 No. 3 
Flooring, 2 to 8-foot 1%, 1% & 7 a SoftElm— FAS Com.&Sel. Com. Com. 
1x3 rift— : — ba . ns _ 12 & 14... 30.94 28.90 |), Seer $62.00 $50.00 $39.00 $29.00 
Ao eh eat m= ¢ Inch thick DS aanears 67.00 = Ee 30.70 31.23 Ry = 4 > 
B&better.. 59.50 .... Beis ne 156x4-8 76.20 75.2511 33°81 32°44 i ere 65.00 53.00 40.00 29.00 
fea gg YS ccoococs BRE AIMEE oe TORTS RE deta |B see cay Gas aka 
Eee ae + if a 3. eg i ’, eon i 56. 3: 3 
grain— Bese eee 56 79 47.00 No. 1 Dimension 32 & 24... 44.00 50.25 | rose cori? 71.00 59.00 44.00 ne 
B&better.. 43.83 43.19 1x5&10 58.62 52.6815. 4 Steebece 29 @ Vader SE Gardena 76.00 64.00 49.00 eK 
4 neeeweons pag oan aa ae 6ncuuee 67.87 66.18 12 & 14. 33.23 31.19 Ne. 1 ° ‘aii nine fia No. 1 No. 2 No. 3 
a o5.8¢ ed.v0¢ . « r; 29 99 — a i. 3 q 
—tae— Rough Finish. + & 20. + Hat: Shortleaf— i, $112.00 $97.00 $62.00 $42.00 $27.00 
_ tter 58.64 Standard Lengths 22 & 24 *45.50 3x4&4x4... 36.27 38.83 5/4 js laval acs 117.00 105.00 70.00 50.00 28.00 
Regeeees 46.00 B&better— =n ¥ “***l4x6—8x8.. 34.49 29.94 6/4 ....... 120.00 106.00 76.00 56.00 28.00 
1x4 ‘flat 1x4/8 62.50 2x6 ia oo wn f[3&4x10 ... 40.28 *36.00 | 8/4 ....... 123.00 113.00 86.00 61.00 28.00 
grain— . oalixa&10 74.00 *5s.50ft5 © 14--- 32-14 30.7715x10-10x10 40.13 32.86 | 10/4 ....... 125.00 115.00 90.00 62.00 
greener .. peagh og ini? es . + retainer ag gt 8&4x12 53.92 39.00 op iglabeta Guat tyes eae By 67.00 
seseeews sees 6S. = cccrccs StS SeCeEOmES/IOntS 69.00 35.60  vaccnee a 34, 34. er 
er 28.45 29.00 paere eee ee 36.05 34.17 ) aa 95.00 80.00 58.00 40.00 
4-8 oo. eee 72.00 *69.00]22 & 24... 42.00 *42.35) No. 3 Dimension, ee een 98.00 83.00 62.00 42.00. .... 
Drop Siding, Stand- 510 UT 84.89 2x8 Random Lengths No. 1 No. 2 No. 3 
: ard Lengths, 1x6” | ee , 102.00 12 & 14. 33.37 32.80], at esen ser Rock Elm— FAS Com. Sonn. Coe: 
No. 117—  yeiens $3.56 t.30n: (°° **** oo-o5 688-80 Beane $58.00 $39.00 $27.00 $24.00 
B&better..*41.34 eee Casing and Base 18 36.60 35.06)2x8 «eee 23.57 5/4 65.00 46.00 3900 56 00 
CO sseeeeee 40.36 42.33) Standard Lengths § |9) ©"' °°" * 3667 35.46 2x8 ..---. 25.00 OG oo cccccss Se 54.00 31.00 26.00 
iteeeesss Sere See Bé&better— 22 & 24... 43.62 *43.50)2%19 «7°: pope Py eee 78.00 62.00 36.00 29.00 
ae ey a | rr 63.65 68.66lox10 eee er dS nities fp ae 88.00 72.00 48.00 32.00 
B&better.. 60.25 ... ix6&: 67.82 69.001;> . 12/4 98.00 82.00 53.00 34.00 
- 26 > or ) hs one Oe ve ¢ 98 38.9: ” OT i ee JS. “. Oo. ot. 
: RE RE oes 48.25 1x5&10 ... 71.27 73.50 + eronsias pope s Car Siding, 13/16’ — * No.2 No.3 
oeee OJ.e a Saat) me ke ee . e < 
No. 2- 33 09 32°97 ES 40.01 39.01) B&btr.&Sel.— — Maple— FAS Com. & Sel. Com. Com. 
ele D7 9= 94°90 No. 1 Fencing & 18 & 20 41.85 38.79]1x4, 9..... 58.50 ; a $72.00 $52.00 $38.00 $28.00 
No. 3 27.25 24.29 Boards 299 & 94... =4 4K “Tix6, 9. 57.00 *58.00 5/4 aga gaacined 77.00 57.00 42.00 29.00 
Assorted patterns Standard Lengths |°" © 74--- °1-19 : . ST eee 85.00 62.00 47.00 29.00 
. 52. . 29. 
_— tter. ty = yy heih 47.84 *38.00 yd 14 3.82 40.29 Plaster Lath YT aera 92.00 67.00 48.00 29.00) 
ecoeeccene » a4 20.04 LG oe. “ y 3.82 40.25 Kiln Dried 
“1 RES 38.20 S6,9S811x6 ...... 2.1% 40.5006 ....... 43.92 41.53 RED CEDAR SHINGLES 
No. 1 .... 49.50 49.00[1x8 ...... 48.37 40.94418 ....... 45.69 47.25 3x1”, 4’ 
No. 2 .... 33.81 32.43}1x5&10 49.42 42.88]20 ....... 49.94 42.00 No. 1 5.78 5.11 Seattle, Wash., July 18.—Average prices on 
No. 3 28.00 *23.00:1x12 ..... 56.75 45.50:22 & 24. 57.08 56.50 No. 2 5.438 *4.15 red cedar shingles, f.o.b., mills, are: 
Royals 
ROMNEY Gn 5s6 <del egal boas as ace. ar mreaviaval al Unie .60-$4.75 
F ants ane Cay ED ee tenes vane 
DOUGLAS IR , 1x6 1x8 1x10 EE a ieee ds aa gan bi bases aeia wee 1.70 
Seattle, Wash., July 18.—Current quota- = 1... 5 50 $31.50 $31.50 $33.50 Perfections 
tions f.o.b. mill on Douglas fir items in mixed No. ets dy 61.30 27.50 27.50 | 1-18” 5/2% occ eee e eee eees oo 5 $4.00 
cars for rail shipments direct to the trade ‘*Y% % --->> 19.50 19.50 19.50 19.50 ea ose RS eg ene eee ey oe ee “—<- : 0) 
appear below: No. 1 Dimension a SO) i (0- L.do 
Vertical Grain Flooring 12 14 16 18 20 XXXXX 
B&btr S D -- = > : 6 WAM EE v6.¥4i% <is-swie'o bia ecale estore tobe eae 
_— . Phy - — i ene re $30.50 $30.50 $31.50 $31.50 $31.50 9 ” ETO "oO FN. » 60 
BMS. Kivicsewcenpensian $60.00 $56.00 $45.00 9, 6 ''°°*° 30.50 30.50 31.00 31.00 31.00 +a os ies Qs rmiereta) pr¥ianei es eiekurer oan 6, sixes ee ni 
7 Flat er peer! - en i eae 30.50 30.50 30.50 30.50 30.50 - Sf MO OIE Ee ree $0- 1.! 
Gil gad tan esis: “nee “4860 ‘abas 2x10 ses. 31.50 31.50 32.00 32.00 32.00 MAPLE FLOORING 
sil ithe ibe Bedsecte be — = ME mieeszscars 32.50 32.50 33.50 33.50 33.50 
Dro » Siding : 
1x6 Pat. No. 106... " $49.00 ws $48.00 $39.00 No. 1 Rough and/or Surfaced Timbers Northern maple flooring mills poe = 
1x6 Pat. No. 116 49.00 48.00 39.00 4x4 to 4x12-inch planks 20 feet and following average prices realized f.0.b. floo 
; satis "Ceiling ; ‘ SONNEI che etre nay ccna c os ore ee $29.50 | ing mill basis, during the week ending 
errr rer $40.00 37.00 $26.00 12x12 20 ft. and shorter............... 27.00 | July 19: First Second Third 
See oe tue ew nd's ewan 44.00 42.00 30.00 REED CeO Be Birk nok. 6 obs Si ckxewds 29.00 |” ae ey ere $78.10 $74.61 $62.49 








to 12, inclusive. 


-———lllinois +» 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8 
a: er 
of . a 59.25 
Shop, S2S— 
ene 
a) ei ee 
Commons, S82 or 4S— 
ee tcc 
Bee Me di waxee ees 
No. 4 4/4 RWRL..... 





LARCH-DOUGLAS FIR 


Dimension, No. 1— 
2x4, 


BO Binskdoueces 


5/4RW 6/4RW 1x8 
$84.75 $77.04 
$63 89 64.11 61.25 
No.1 No. 2 
$54.25 
No. 2 No. 3 
. $46.51 $41.46 
47.95 41.90 
$43.33 


Pennsylvania———, 


5/4RW 6/4RW 


$83.31 
68.00 
No.1 
$59.00 
59.00 
No. 2 
$49.50 
19.03 


WESTERN PINES 


Following delivered prices, based on past sales, were reported to the Western Pine Association by members during the period July 


$82.69 
68.00 
No. 2 


No. 3 
$43.56 
43.60 
36.25 


30th direct and wholesale sales are included and are based on specified items only. Two districts are given, one being the 
State of Illinois, outside of the Chicago metropolitan district, and the other the State of Pennsylvania. 


Quotations follow: 











r Illinois ~ Pennsylvania 
IDAHO WHITE PINE i 
Selects, S2 or 4S— 1x8 6/4 RW 1x8 6/4 RW 
Crotce €C) Ris... 76.33 oii ee $81.50 $99.80 
Quality (D) Ril..... 62.08 oe 63.00 78.00 
Colo- Ster- Stand- Colo- Ster- Stand- 
nial ling ard nial ling ard 
No. 1 No. 2 No. 3 No. 1 No. 2 No. 3 
Commons S2 or 4S— 
1x8 RL ae 45 $54.25 er $55.46 $49.22 
1x12 RL eas Wes 86.50 60.61 46.75 


Utility S2 or 4S 

No. 4 4/4 RWE&RL.. 
SUGAR PINE 
Selects S2 or 4S— 


4/4 RW 
Be@mir Rie.. «... 
mee Tn. ese 
i | ee 
Shop S2S— No. 
SS aa $59.33 
 ¢ eo ee 58.00 
Bee saseunes 69.00 


$35.50 


fennel vadsouned 4/4RW 5/4RW 6/4RW 
$90.50 $91.50 $91.50 

fee 89.50 89.50 89.67 
cuales rer Brin he ere 78.50 
No 2 No. 3 No. 1 No. 2 No. 3 
tee ne $53.50 $44.50 

$49.2 re ee 44.50 
5 er $71.50 57.50 45.50 














041 


4 00 
5.00 
6.00 
6.00 
6.00 


Ss on 


$4 75 

1.70 
1.00 
2.50 
1.75 
$3.60 


60 
1.90 


. the 
joor- 
ding 
Third 
$62.49 
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Lumber Market Review 


New softwood bookings during the 
wo weeks ended July 12 exceeded the 
production by 21 percent, and the ship- 
ments by 14 percent. There was, conse- 
quently, further depletion of mill stocks, 
and an increase in the back-log of un- 
‘illed orders; gross stocks July 12 were 
13 percent below, and unfilled orders 
fractionally more than double, totals for 
corresponding date last year, with the 
unfilled covering more than 47 percent of 
stocks. Logging in the Deep South and 
Southeast has been under the severe han- 
dicap of continued heavy rains, and high 
temperatures in the Pacific Northwest 
have so increased fire hazard as to cause 
the closing of many camps. New De- 
fense orders are crowding the mills in all 
regions, with a proportion of the cut be- 
ing earmarked for stock pile and future 
use; but it is feared that decentralized 
purchasing may be giving an artificial 
stimulus to the market. Railroads are 
taking large quantities despite the fact 
that consumption in car building is cur- 
tailed by their inability to obtain steel 
parts. Retail yard demand, especially in 
the Grain Belt and in Defense areas, is 
reported much more active, but mill 
stocks are so broken in assortment that 
mixed orders are now difficult to place 
for early shipment. Atlantic Coast and 
California markets are able to obtain 
practically no space for water shipment, 
while there are increasing difficulties in 
securing cars for rail movement, which 
difficulties may, however, be eased by 
farm storage of grain. Quotations on 
commons, and more especially those of 
uppers and timbers, have been steadily 
advancing on the basis of supply-demand 
relations and increasing production costs. 

Hardwood mill stocks are about 30 
percent below last year’s, and there has 
been increasing activity in the demand 
for nearly all woods, from the furniture 
factories and industrial consumers, with 
flooring plants working at capacity and 
sold far ahead. A new northern list in- 
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corporates many advances, and there is 
a steady rise in the sales prices of south- 
ern species. Low grades are in brisk re- 
quest for containers, and are finding new 
uses for Defense. 
A further rise, from 119.2 for the week 
ended July 2 to 121.2 for that ended July 
(1926 = 100) is shown by the lum- 
ber price index of the Bureau of Labor 
Statistics. 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 
July 21: 





Qtd. Figured Red Plain Poplar 
FAS— AS— 
i 10000 f €/@ 2.05. = 62.50 
Quartered Red Gum Saps— 
eee 62.00 
4 eer: 93.00@108. = h 
SS ee FAS— 
No. 1 & Sel.— - 65.00 @74.00 
i ees 45.00 @ 49.00 eee 5.0 
TS ee 46.00@56.00 | No. 1 & Sel.— 
OP iiccacren 64.0 Pe Svie ras 30.00 @ pee 00 
Plain Red Gum i re 45.00 
No. 1 & Sel.— ee 45.00 
f re 45.00 | No. 3— 
yp AMBER Sap Gum EL ee 18.00 
FA Soft Maple 
i ie 54.75 @57.00 | Log Run— 
i ee 64.00@69.00 | 4/4 ...... 36.00 
ee 77.75 Hickory 
ree 81.75 | FAS— 
No. 1 & Sel.— RY sake ons 76.00 
ic aha 41.7 No. 1 & Sel— 
ee 48.00@54.25 | 6/4 ...... 42.00 
eee 51.75 m 
ee 64.75 | Log Run— 
oe OB. 75 fF SF. so ksicicce 31.00 
Plain Sap Gum Plain Sycamore 
; Log Run— 
i re ae 2 er 28.00 
canine 57.00 Magnolia 
No. 1 & Sel.— FAS— 
i 38.50@41.00 | 4/4 ...... 65.25 
i, eer 45.00@47.50 | No. 2 Com.— 
|, eee 47.00@50.00 | 8/4 ...... 36.00 
Se ae 49.00 Cypress 
Nk eee 54.00 | FAS— 
No. 2 Com.— ee 70.00 
CPE ssscome 23.75 @25.25 | 5/4 ...... 80.00 
Plain Tupelo | 6/4 ...... 90.00 
Selects— 
6 ere 51.50@53.75 | 4/4 ...... 49.75 @60.00 
No. 1 & Sel.— SC 57.25 @ 64.50 
Ot cacuss 41.50@43.75 | 6/4 ...... 65.50 @ 70.00 
Cottonwood | ee 73.75 @74.50 
No. 2 Com.— 6 oe 101.25 
keane 5.7 eae 64.50 
tag White om Shop— 
| ae 28.25 @36.00 
4/4 erecanetais TOOO TE BLE seas 43.00 @55.00 
BEE 4 sicce 97.25 >) or 50.00@59.00 
No. 1 & Sel.— No. 2 Com.— 
sean 50.50 | 4 Sieiacetets 40.00 
Plain Red Oak 1 ee 40.00 
AS— Pecky— 
ae 46.25@49.75 | 4/4 ...... 23.50 
i ee 64.75 @65.00 Quartered White Oak 
No. 1 & Sel.— 
| re 37.50 oO ae 103.00 
a ees 47.50 @54.00 .. See 112.25 
BE nce eke 60.50 en 117.25 





APPALACHIAN HARDWOODS 





Cleveland, Ohio, July 21. 
dried, rough, f.o.b., Cleveland: 


Ash: 4/4 5/4 6/4 
eee $90.00 $95.00 $105.00 
Com. & Sel... 60.00 65.00 70.00 

Plain White Oak: 

2 ees 118.00 123.00 128.00 
No. 1 C.&S... 62.00 70.00 75.00 

Plain Red eats 
<<. eae 90.00 100.00 103.00 
No. 1 C.&S... 60.00 65.00 70.00 

Hard Maple: 
sé. eres 110.00 115.00 120.00 
No. 1 C.&S... 75.00 80.00 85.00 

Poplar: 
eee 92.00 102.00 102.00 
No. 1 C.&S... 60.00 65.00 65.00 
ce, Oe 72.00 74.50 74.50 
No. 2-A Com. 52.00 57.00 57.00 

Basswood: 

2. ae 82.00 87.00 87.00 
No. 1 C.&S... 57.00 60.00 65.00 
No. 2-A Com. 45.00 48.00 48.00 

Birch, Unselected: 

PAS scones 125.00 130.00 130.00 


No. 1 C.&S... 75.00 80.00 85.00 


Following are current prices on Appalachian hardwoods, air 





8/4 10/4 12/4 16/4 
$115.00 $135.00 $145.00 $160.00 
80.00 100.00 110.00 130.00 
145.00 165.00 180.00 195.00 
85.00 105.00 115.00 125.00 
120.00 163.00 163.00 190.00 
80.00 93.00 103.00 123.00 
130.00 145.00 160.00 190.00 
95.00 105.00 115.00 155.00 
107.00 127.00 142.00 157.00 
75.00 82.00 97.00 115.00 
ye Chestnut: 4/4 5/4 6/4 = 8/4 
No.1 WHND 51.00 57.00 59.00 66.00 
ap No. 1 C&Btr. 
io. 
50.00 Sd. Wmy. 49.00 56.00 56.00 59.00 
140.00 No. 2 C&sd 
95.00 Wmy. ... 41.00 43.00 43.00 48.00 








Nationally Advertised 
Aromatic Red Cedar 









CLOSET- 
LINING 
LUMBER 


Packaged 
and Sealed 


GUARANTEED 
90% Red Heart or better 





Ns 
SU DAR 
CL NING 


TRADE MARK 


PRODUCT OF 


Geo, C., BROWN & Go, OF N, C. 


GREENSBORO, N. C. 
LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


WESTERN RED CEDAR 


SEATTLE, WASH., July 18.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted 
in issue of May 17, 1941—EpiTor. 








OAK FLOORING 


Current prices of oak flooring are un- 
changed from list that appeared in issue of 
June 28.—EDITOR. 

18x2%4” 38x114” 34x2” 3x1” 


Clr. qtd. wht.....$93.00 $72.00 $70.00 $70.00 


Clr. qtd. red.... 80.00 66.00 65.00 68.00 
Sel. qtd. wht..... 76.00 62.00 54.00 54.00 
Sel. qtd. red.... 76.00 63.00 55.00 55.00 
Clr. pin. wht..... 79.00 63.00 59.00 51.00 
Cie. pin. Tred... 73:00 64.00 59.00 52.00 
Sel. pln. wht..... 75.00 61.00 49.00 47.00 
Sel. pln. red.. 75.00 62.00 48.00 48.00 


No. 1 com. wht... 69.00 54.00 45.00 44.00 
No 1 com. red.. 68.00 54.00 45.00 44.00 


NO. 2 COM. sc s0 51.00 39.00 37.00 35.00 
1x2” * Sze" 
Clr. qtd. wht........... $77.00 Bai -. ... 
2 a ne 75.00 73.00 
BL, GON.. WREiscccesicses 67.00 64.00 
. I. a are 67.00 64.00 nee 
oo i | 70.00 67.00 $68.00 
ee er 70.00 67.00 64.00 
a a ea 65.00 60.00 62.00 
Ss ee Se 65.00 60.00 62.00 
me. = COM. Wat.....0s05 61.00 56.00 54.00 
Wo. 2 cOM. POG. ...052%. 61.00 56.00 54.00 
a 0 ee er 42.00 35.00 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }#-inch 
stock, $8; for %-inch, $4; for %- and ¥- 
inch, $4.50 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }- 
inch stock, Fal for %-inch, $3; for %- and 
vs-inch, $3.50. 
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OBITUARY RECORD 








ZOETH KING THOMAS, 49, former gen- 
eral manager and a director of the South- 
ern Lumber Co., Warren, Ark., and its 
wholly owned subsidiary, the Warren & 
Ouachita Valley Railway Co., died at his 
home in Warren July 10. Mr. Thomas 
became cashier of Southern Lumber Co. in 
1917 and was later promoted to general 
sales manager. In January, 1930, he 
became general 
manager; a position 
he resigned March 
1, 1939, because of 
ill health. He re- 
mained a director in 
the lumber com- 
pany until Febru- 
ary, 1941, when con- 
tinued failing 
health prompted 
him to resign this 
post also, He was 
still a stockholder 
ut the time of his 
death. During his 
affiliation with the 
Southern Lumber 
(o., he served as di- 
rector in both 
Southern Pine 
sociation and 
Arkansas Soft 
Bureau, and from 
time to time, was 
chairman of various 
important commit- 
tees of both 
ciations. 

He was one of 
the organizers of 
Warren Rotary Club 
and served as presi- 
dent, secretary and chairman of various 
committees. He was a member of the First 
Presbyterian Church, where he had been 
a deacon for 20 years, and a baritone solo- 
ist. He was a member of the Warren and 
Arkansas State chambers of commerce. 
He was a member of the Warren and 
State YMCA, having served both as a di- 
rector and the local YMCA as board presi- 
dent. He represented Arkansas at the 
national YMCA meeting in Pittsburgh, Pa., 
in October, 1940. Mr. Thomas was a World 
War Veteran and a member of the Ameri- 
can Legion, having served his local post 
as adjutant, post commander, and member- 
ship chairman He was a generous con- 
tributor to various State and local charit- 
able organizations, being particularly ac- 
tive in the work of the State Tuberculosis 
Association and the Presbyterian orphan- 
age at Monticello, Ark. 

Mr. Thomas was married to Miss Edith 
Meek in 1924. Surviving him are _ his 
widow and six sisters. 


asso- 


WILLIAM CARY HULL, president of the 
Oval Wood Dish Corp., Tupper Lake, N. Y. 
died July 23 in that city. A complete obit- 
uary will appear in the August 9 issue. 


J. WATT GRAHAM, 74, president of the 
Graham Lumber Co., wholesale firm at 
Cincinnati, Ohio, died July 5. He and his 
late father organized the firm more than 
50 years ago. Mr. Graham was a founder 
of the Cincinnati Lumbermen’s Club in 
1896, was its president in 1900, and then 
its treasurer and a director for 18 vears. 
He was a former director of the National 
Hardwood Lumber Association and the 
Cineinnati Chamber of Commerce. He 
was active in a Cincinnati church. His 
library of trade papers was said to be 
the most complete in that city. A large 
number of lumbermen attended the fu- 
neral services July, 7. Boy Scout Troop 
No. 45, a group in which Mr. Graham had 
long been interested, formed a guard of 
honor at the service. The survivors in- 
clude the widow and two daughters. 


THOMAS P. HOGAN, 49, president of 
the Hdgan Lumber Co., lumber manufac- 
turers at Oakland, Cal., died recently after 
a sudden heart attack. Surviving are his 
widow, his father and three sons. 


VAUGHN F. WHITE, 23, manager of the 
Britton-Cravens Lumber Co. yard at Ana- 
huac, Tex., died June 15 of gunshot 
wounds suffered in a hunting accident 
near Anahuac Mr. White received a full 
charge of buckshot in his throat when his 
gun accidentally went off as he and his 
two companions were preparing to start 


home from a hunting trip. His widow, 
two children, his parents and grandfather 
are among the survivors. 


GEORGE R. CRISTIE, 73, at one time 
auditor, secretary-treasurer of the Kirby 
Lumber Corp., Houston, Tex., and later 
general manager of the Lumbermen’s Re- 
ciprocal Association, died July 4 at his 
home in Houston. The latter concern 
handled workmen’s compensation insur- 
ance for lumber firms. He was a member 
of a fraternal organization and several 
social clubs. The widow, a son, a daugh- 
ter and three grandchildren survive. 


FRANK L. HEAD, 72, president of the 
Gibson Lumber Co., Youngstown, Ohio, 
died suddenly June 25 of a heart attack. 
Mr. Head was a prominent churchman and 
r. M *. A. leader. His business career 
included employment with the American 
Tube and Iron Works and the manager- 
ship of the Penn Heat and Power Co. Sur- 
viving are his widow, a son, a daughter 
and two grandchildren. 


NELSON E. ALLEN, 79, founder and 
president of the Independent Lumber Co. 
and an organizer of Ryan & Allen Lumber 

both of Vancouver, Wash., died in 
city July 16 after an extended ill- 
From 1922 1925 Mr. Allen was 
mayor of Vancouver and for 12 years 
served as a member of the school board. 
Survivors include the widow, a son and 
two daughters. 


JAMES CAMPBELL, 87, president of the 
Campbell Lumber Co., Seattle, Wash., died 
July 3 after a seven month illness. With 
his brother he was co-founder, in 1880, 
of the first lumber mill at Port Blakely, 
Wash., the Port Blakely Mill Co. It was 
one of the largest mills on Puget Sound. 
The Campbell brothers’ interests were 
sold in 1908. 


JOHN JAMES WALKER, assistant man- 
ager of the Black Springs Lumber (Co., 
Norman, Ark., manufacturers of yellow 
pine, died June 29 of a heart attack. The 
Black Springs mill and most business es- 
tablishments in Norman were closed for 
the funeral July 2. His widow, his 
mother, two sons and four grandchildren 
survive. 

CHRISTIAN HENRY JACOB TIEDE- 
MANN, 56, proprietor of the Tiedemann 
Lumber Co., Angola, N. Y., died June 23 
at Hanford Bay, N. Y. He had operated 
this business for six years, having pre- 
viously been located at Silver Creek, 
MN. ¥. He was an active member of a 
church and a fraternal organization. His 
widow and a son survive. 


PETER J. ROTH, 72, until his retire- 
ment a few months ago, manager of the 
Thompson Yards, Inec., branch at Webster. 
Ss. D., died recently. Mr. Roth had resided 
in Webster for 43 years and was first con- 
— with the Tuthill Lumber Co. yard 

1ere. 


EDWARD H. HOPKINS, SR., 80, widely 
known lumberman of Jacksonville, Fla., 
died July 8 after a prolonged illness. He 
retired from business last December, hav- 
ing operated in Jacksonville for 31 years. 
He is survived by his widow and a son. 


JAMES MILTON BERDINE, 83, head of 
J. M. Berdine & Son, lumber firm at Hun- 
dred, W. Va., died July 10. He established 
his business about 36 years ago. His 
widow survives as do six children. 


ALBERT 
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PUTT, 57, superintendent of 
Lumber Co. sawmill, Fort 
: Ind., died July 2. He had been 
in a hospital for more than two weeks. 
Four sons, a daughter and five grand- 
children are among the survivors. 


JAMES W. HERL, 69, senior member of 
sawmill and wholesale lumber firm, Herl, 
Hetrick & Hineline, Fremont, Ohio, died 
recently at his home there. He is sur- 
vived by his widow and four children. 


WILLIAM H. SCHMIDT, JR., 64, presi- 
dent of William H. Schmidt & Sons Co., 
Milwaukee, Wis., sash and door concern 
died July 7. The firm was founded 45 
years ago by his father. The widow and 
a son survive, 
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How to Figure Costs for Advertising 
In Classified Department 

......30 cents a line 

55 cents a line 


75 cents a line 
90 cents a line 


One issue 

Two consecutive issues 
Three consecutive issues 
Four consecutive issues 
Thirteen consecutive issues 
Twenty-six consecutive issues. 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch’ space 
equal to fourteen lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 


advertisement is 





RBEREAEE! 








Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 





Wanted -- Salesmen 


WANTED: TRAVELING SALESMAN 

For large millwork company, to call on 

lumbermen in Iowa. 
references. 

Address “‘P. 97,’’ care American Lumberman. 


Write fully, giving age an 


retail 


d 





Employees 


tIYYNY 


WANTED: A MAN FOR CLEVELAND AREA 


Familiar with roofing, lumber and paint busines 
to take full charge of a branch on the outskirt 
this firm is about to open. 
opportunity for the man who is 


of Cleveland, which 


An exceptional 


Ss 


s 


willing to start on a moderate salary, as it offers 


a wonderful future. 
letter. : 
Address ‘“Q. 28,” care American Lumberman 


Give full particulars in first 





CAPABLE MANAGER 

For competitive Towa point. 

salesman, able to draw plans. 
right man. Photo and present salary. 

Address ‘“Q, 31,’’ care American Lumberman. 


EXPERIENCED BOOKKEEPER 


Hardwood Mfg. Location, 





Northern 
State. 
Address “P. 91,” care American Lumberman. 





EXPERIENCED RETAIL LUMBERMAN 
Illinois rural yard. 
Married. Real opportunity for right man. 

Address “P. 





AN EXPERIENCED DETAILER AND BILLER 
For special millwork and interior trim. 
Address “Q, 30,” care American Lumberman, 


New Yor 


Must be aggressive 
Permanent for 


Good salesman and collector. 


93,” care American Lumberman. 














